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To assist Credit Departments in performing a more efficient credit 
control on past due accounts, we have several times during the past 
few years revised the Age Analysis form reproduced below. Over 
100,000 have been sold to date, testifying to its success. 

It is especially effective for smaller stores for use in collection 
follow-up and freezing accounts. 

The size is 11” x 14” and they are padded 100 to a pad. Prices: 
100, $1.00; 500, $4.00; 1,000, $7.50. Postage extra. Special prices on 
larger quantities. Order Age Analysis Form No. 721, today, from 
your Credit Bureau or National Office. 


NATIONAL RETAIL CREDIT ASSOCIATION 


Shell Building St. Louis, Mo. 








ACCOUNTS RECEIVABLE AGE ANALYSIS 
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MONTH OF _— 
Present REMARKS 
amo and Address Current over over over over over 
Belance 1 month 2 months | 3 months | 4 months | 6 months (Or Collection Follow-Up) 
= - 
In the Interest of efficie credit control accounts past due more than 60 days or accounts in a ” _ haids - - 
an overbought condition should be reported to the Credit Bureau. Form 721—National Retail Credit Association—Saint Louis 
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The directors of the National Retail 
Credit Association met in St. Louis, June 
12-13-14. Following these meetings, a 
Credit Forum was held June 15-16, for a 
discussion of wartime problems and post- 
war plans. More than 150 credit execu- 
tives accepted the invitation to attend the 
forum and delegates came from 43 cities 
in 28 states, and represented 23 different 
lines of business. 

No announcement of this meeting was 
made in The CREDIT WORLD as we 
had agreed with the Office of Defense 
Transportation to cancel our annual Con- 
vention scheduled for the third week in 
June and, to keep faith with the Govern- 
ment, attendance was restricted. 

The complete stenographic proceedings 
of this all-important forum will be available 
soon at $2.50 a copy. One of the excellent 
talks, by Sidney R. Baer, Vice-President 
and Treasurer, Stix, Baer & Fuller Co., 
St. Louis, appears in this issue. Resolu- 
tions adopted will also be found on pages 
16 and 17. 


L. S. Crowder 








HOW TO HANDLE CUSTOMER 
CREDIT WITH LESS HELP ? 


Here's a practical sue gestion 





Yes, fewer employees must do more 
work now. Rand McNally Budget Cou- 
pon Books can help you solve this 
manpower shortage problem. They 
reduce customer credit detail, cut out 
much bookkeeping etc. 
Write for full particulars to: RAND McNALLY 
& COMPANY, Dept. C-73, 536 South Clark 
Street, Chicago; 111 Eighth Avenue, New York 
City; 559 Mission Street, San Francisco. 





RAND McNALLY budget coupon books 
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N PREPARING this paper today, I went back into 

my files and looked over various papers which, in 

previous years, I had delivered before groups of 
credit men. One was delivered at Kansas City, in 1928; 
another at Cleveland, in 1930; another at Hot Springs, 
in 1936; and another at San Antonio, in 1940. It was 
interesting to contrast the approach to the subject which 
I utilized in these various papers, which, of course, in 
each individual case, took cognizance of the economic 
conditions existing at the particular time the paper was 
delivered. Basically, however, the fundamentals were 
the same. In each paper, I pointed to the importance of 
credit in business and, therefore, to the important part 
which the credit manager plays in the organization, both 
in the promotion of good will and in the development 
of business volume. 

During the early part of the 19th century, there was 
an insignificant building on an out-of-the-way street in 
the City of Frankfort, Germany, which had a small sign 
before it, with some German words written on it. These 
words translated into English meant, “At the Red 
Sign,” and symbolized the beginning of one of the great 
banking houses of modern times—‘‘the House of Roths- 
child.” The tyranny in Europe has swept away the 
existence of this “House of Rothschild”; nevertheless, 
credit men will not forget that it was the Rothschild 
family which first recognized the value of the establish- 
ment of a chain of banking houses in the leading financial 
centers of Europe, whereby international trade could be 
facilitated through the use of credit rather than the 
use of money itself. From this philosophy developed the 
use of credit on a wide scale, whereby a business house 
in one part of the world could transact its business in 
another part of the world, over the wire. Since then, 
credit has played a vital role in business and industry 
everywhere, and it is the influence of credit which fre- 
quently results in the difference between failure and 
success. 

A Stimulant to Business 

When this horrible conflict which we witness today 
ends, an international monetary system will be estab- 
lished, whereby credit again will be the vehicle through 
which the world will be reconstructed; and, upon the 
devastation of war, will be erected a new structure, upon 
which a greater civilization will be developed for all 
the people of the earth. In this civilization, the common 
man will be better off materially; wealth will be dis- 
tributed more equitably, and therefore consumer credit 
will have much greater potentiality. 

In times of depression, the vehicle of credit may be 


4 CREDIT WORLD 
JULY, 1943 


Ahead 


Sidney R. Baer 


Vice-President and Treasurer 
Stix, Baer & Fuller Company 
St. Louis, Missouri 


properly utilized to stimulate business and trade, pro- 
viding those men who have the responsibility of extend- 
ing credit do not go to excess in using it, through which 
excess, there develops frozen and uncollectible assets, 
which can prove serious to the financial structure of any 
business in which this occurs. There is a real distinc- 
tion between liberality and an unsound extension of 
credit, and it is the responsibility of credit men to deter- 
mine the line of demarkation between them. In deter- 
mining this, both the actual and moral risk must be con- 
sidered together. The credit man who is a student of 
credit can, by his contribution to the business house with 
which he is connected, prove of inestimable value to it, 
by the influence which he will bear in building for the 
future. During the last depression, this was evident. 
Many credit men had foresight enough to build good will 
by helping people tide over the period of their financial 
difficulties, looking to the character of their customer 
rather than only to his financial picture; and yet, the 
credit losses of those cases were not excessive. Today, 
these men and the institutions they represent are profiting 
by such foresightedness. 


Credit as Inflation Preventive 
In time of great business expansion, conversely, the 
vehicle of credit can be utilized to prevent inflation, by 
holding back the avalanche of spending which is always 
associated with boom periods, when the people have their 
pockets full of money, and want to spend it. Unfortu- 
nately, the American people are not particularly thrifty, 
and do not recognize the fact that a full prosperity is 
not permanent. That is what is happening today, and 
the Government has been forced to~step in and make 
rules and regulations to limit credit. It is a very fortu- 
nate thing that the Government has seen fit to do this 
by Federal control, because it never could have been done 
in any other way. I am told that a few credit men 
resent this control by Government, feeling that such 
action takes away a freedom and a responsibility that 
should be theirs. This is foolish, for uniform control 
could never have been accomplished in any other way. 
During wartime, Government control of our economic 
existence is essential, particularly when the economic 
system is complex. Had stronger controls in many other 
fields of our life been developed earlier, the war effort 
would have made quicker progress and we would be far- 
ther along the path of victory now. 
Whether credit restrictions as a part of Federal con- 
trol will be projected into the postwar era, at least for 


(Turn to “Looking Ahead,” page 28.) 





I 
il y 
te 
ager- 1 
our W 
Chairm 
Reed, i 
and pre 
fered | 
You 
called 1 
you th 
this de! 
stead. 
all agre 
bership 
we pla 
ciation 
followe 
Crowd 
operati 
The 
This is 
siderat 
which 
have p 
any ot 
The 
ment. 
and M 
of eacl 
the ext 
mend 
courag 
I ca 
Natior 
and b 
largely 
with 4 
to wa 
held d 
howev 
City | 
enroll; 
attend 
To 
memb 
of th 


extenc 


ness 
Perso 


pro- 
tend- 
vhich 
ssets, 
f any 
stinc- 
n of 
leter- 
leter- 
con- 
nt of 
with 
to it, 
r the 
dent. 
| will 
ncial 
omer 
, the 
oday, 
fiting 


ntive 


, the 
n, by 
ways 
their 
ortu- 
rifty, 
ity is 
and 
make 
‘ortu- 
y this 
done 
men 
such 
that 
trol 
way. 
1OMIC 
10OMIC 
other 
effort 
e far- 


con- 
t for 


28.) 





Report of the President 
H. J. Burris 


you elected me as your President, and now I come 

to the time when I join with our General Man- 
ager- Treasurer, Mr. Crowder, our Secretary, Mr. Hert, 
our Washington Representative, Mr. Shealey, and the 
Chairman of our Finance Committee, Mr. Chas. M. 
Reed, in presenting to you a report of financial stability 
and progress, notwithstanding the fact that we have suf- 
fered losses in membership. 

You will recall that our budget for the fiscal year 
called for a deficit of $2,800.00. I am happy to inform 
you that under the skillful guidance of Mr. Crowder, 
this deficit did not occur, but a surplus was realized in- 
stead. At our last Board meeting in New Orleans we 
all agreed that we would probably suffer a. loss in mem- 
bership and likewise a loss in revenue. Because of this 
we planned to conduct the financial affairs of our Asso- 
ciation as economically as possible. This course has been 
followed and the report of General Manager-Treasurer 
Crowder will show substantial reductions in our usual 
operating expenses. 

The present membership of our Association is 15,202. 
This is a loss of 1,293; however, when we take into con- 
sideration the great number of firms of various kinds 
which have gone out of business, it seems to me that we 
have probably suffered smaller losses in membership than 
any other similar organization. 

The Crepir Wor.p has shown continued improve- 
ment. Mr. Crowder, Associate Editor Arthur H. Hert 
and Mr. J. Gordon Dakins deserve the commendations 
of each of us for the improvement in the appearance and 
the excellent subject matter of our publication. I recom- 
mend that our officers and directors extend every en- 
couragement for its continued betterment. 

I call your special attention to the fine work of our 
National Office in preparing many new stickers, forms 
and booklets. Their sale in such a volume has been 
largely responsible for our being able to close our year 
with a surplus rather than an anticipated deficit. Owing 
to war conditions there were very few Credit Schools 
held during the year. There was one notable exception, 
however, as the Retail Credit Association of Kansas 
City held a School for a period of six weeks, with an 
enrollment of better than one hundred and an average 
attendance of seventy-five. 

To the members of the various committees and to 
members of our organization who have given generously 
of their time under such trying conditions, I wish to 
extend my sincere thanks for a job well done. The 


il IME MARCHES ON! A year has passed since 


Credit Bureau Managers, as usual, have cooperated with 
the Credit Managers and have advanced their own inter- 
ests, because they realized that a Credit Bureau with a 
sound Retail Credit Association backing it has a dis- 
tinct advantage. The members of our Legislative Com- 
mittee have had a difficult year and have done excellent 
work for our Association. Our Washington Representa- 
tive, Mr. R. Preston Shealey, deserves our gratitude and 
most sincere thanks for another year of excellent work 
and achievement. 

I thank the officers, directors and members of the 
Associated Credit Bureaus of America and the Credit 
Women’s Breakfast Clubs of North America for the 
close cooperation given our Association, and for the 
many courtesies extended to me personally. The mem- 
bers of the Board of Directors have given me their 
fullest cooperation and I express my deep appreciation 
to them for their helpful advice and counsel. 


To Mr. Crowder I wish to express my most sincere 
appreciation for the splendid cooperation he has given 
me during the past year. ‘Through conditions over 
which I had no control, I was able to do only a small 
amount of traveling. Despite the difficulty of securing 
reservations for travel and hotel accommodations he has, 
at great hardship to himself, spent much of his time visit- 
ing our various Local Associations throughout the coun- 
try. I shall never forget his many kindnesses shown me 
during my term of office. 

To our genial Secretary, Mr. Arthur H. Hert, I am 
truly grateful for his fine cooperation. I know his posi- 
tion as Research Director is a most difficult and trying 
one, because of the failure of many of us to cooperate 
with him in furnishing the necessary data which he must 
have to carry on his work. No doubt war conditions 
have made his duties even more trying and it is my 
earnest hope that when peace comes he will be able to 
obtain the cooperation from the membership which he 
so richly deserves. 

Our Educational Director, Mr. J. Gordon Dakins, has 
lived up to our best expectations. He has made friends 
wherever he has gone and we hear nothing but praise 
from those with whom he has come into contact. 

It is most difficult for me to express in words my 
deep appreciation to the members of our National Asso- 
ciation for the great honor of serving as your President. 
I shall always cherish the memory of this past year and 
I assure you this is sincere and from the bottom of my 
heart. 


Report of the General Manager-Treasurer 
L. S. Crowder 


year, ended May 31, were abnormal. Many 
credit granters were forced to discontinue busi- 
ness altogether or drastically curtail credit operations. 
Personnel problems were such that credit executives and 


Sv: CONDITIONS during our entire fiscal 


bureau managers were unable to devote time to member- 
ship work, which is reflected in the number of new mem- 
bers reported during the year. It is a pleasure to out- 
line herein your Association’s progress for the year 
just closed. 
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Finances 

The budget approved by the Board of Directors im- 
mediately following the New Orleans Convention, last 
year, indicated a deficit for the year’s operations of 
$2,800. It is with a great deal of pleasure that I re- 
port a stronger cash position than a year ago. Cash on 
hand, in banks, and United States and Canadian bonds 
totaled $23,970.94. For year ended May 31, 1942, the 
balance was $20,947.75. 

Current assets, including inventory, for the year just 
closed totaled $42,434.04, compared to $42,547.60 a 
year ago, a decrease of only $113.56. 
current liabilities. 


There are no 


Membership 

For the second time in the past nine years we failed 
to make a net gain in membership. Average cancella- 
tions for the eight-year period ending May 31, 1942, 
were 1,940, while cancellations for the year just closed 
were 2,543. This compared with 2,558 for the previous 
year. In that year cancellations for January through 
May, due to our entry into the war, were the heaviest 
in the previous eight years. Our loss in membership was 
the result of a poor showing in new members. Our 
average for eight years ended May 31, 1942, was 2,567, 
while for the year just closed total new members num- 
bered 1,250, the lowest in the past nine years. Prior to 
this year, the previous low was 2,256 for year ended 
May 31, 1935. 

Credit Education 

Because of acute personnel problems and the rapid 
turnover in credit and accounts receivable offices, plus 
the inability of credit leaders to take an interest in Credit 
Schools, our activity was practically nil. Several months 
ago we announced correspondence courses in Stream- 
lined Letters and Retail Credit Fundamentals, and the 
interest in these courses is growing. In this connection, 
we are rendering a real service to our members, and our 
Educational Director, Mr. J. Gordon Dakins, has done 
a splendid job in developing interesting and constructive 
lessons. As the advantages become known, through the 
enthusiastic comments of students who complete the 
courses, we look for an increase in enrollments. At the 
meeting of the Board of Directors in New Orleans it 
was decided that our new textbook, Retail Credit Man- 
agement by Dr. Clyde Wm. Phelps, would not be pub- 
lished until after the war. 

New Services 

In line with the decision of the Board, we have pub- 
lished three issues of the National Retail Credit Review. 
The first one was released in January, the next one on 
February 28, and the latest one in May. The Review 
is mailed to approximately 1,100 heads of businesses and 
financial institutions and the highlights are published in 
The Crepir WorLD in one form or another. 
will be added to this list from time to time. 

We recently added a new department to The Crepir 
Wor p, in which will appear articles and procedure, 
forms and form letters of interest to the smaller mer- 
chant. This Department, which was started with the 
May issue, has been favorably received. 

In the June Crepir Wor.LD we announced that effec- 
tive July 15, a Better Letters Service, under the direc- 
tion of Mr. Dakins, would be available. 

During the past year we published two excellent book- 


Names 
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lets, one on Regulation W, The Layman’s Handbook of 
Regulation W, and the other The Soldiers’ and Sailors’ 
Civil Relief Act—Consolidation of 1940 and 1942 Stat- 
utes. The author of both books was our Educational 
Director, Mr. Dakins. They have enjoyed a wide sale 
and the booklet on Regulation W is considered the out- 
standing textbook on that subject. To meet a demand 
of our membership for assistance in connection with Reg- 
ulation W we prepared a conversion agreement and 
numerous Inserts and Stickers, and for the Soldiers’ and 
Sailors’ Civil Relief Act we prepared a waiver and a 
combination guarantee and waiver. ‘The sale of these 
items, not including booklets, exceeded 7,000,000. 


National Convention 

At the Executive Committee meeting in January, and 

in line with recommendation of the Office of Defense 

Transportation, the 1943 Convention, which was 

scheduled to be held in Milwaukee, June 21-24, inclu- 

sive, was cancelled, with the understanding that the 
next regular Convention will be held in that city. 


Regulation W 

As a result of a trip made, starting on March 17, 
which covered between seven and eight thousand miles, 
and on which I discussed with retailers, bankers and 
credit executives, Regulation W and problems brought 
about by the Regulation, I am convinced that two amend- 
ments are necessary: (1) Permitting the closing of the 
books three days before the end of the month and carry- 
ing over the purchases to the following month’s bills as 
purchases of the first; and (2) permission to consider 
as charge purchases any sale made on a split payment 
basis, provided payment in full is scheduled for on or 
before the default date. Recommended amendments 
have been sent to the Federal Reserve Board and to the 
Federal Reserve Bank of St. Louis. 

At a meeting on February 23 with the Honorable 
Ronald Ransom, Chairman of the Board of Governors 
of the Federal Reserve System, and Dr. Carl E. Parry, 
at which were present Past President David D. Bolen, 
our Washington Representative, Mr. R. Preston Shealey, 
and myself, the matter of permitting the adoption of 
cycle billing by firms which are interested was discussed. 
Subsequently, the National Office wrote some 175 credit 
granters representing the larger stores, and although very 
few replies indicated an interest in cycle billing, they 
were not opposed to permission being granted to inter- 
ested concerns. The entire file was submitted to Dr. 
Parry. An amendment has been prepared by the Federal 
Reserve Board and has been submitted to the Federal 
Reserve Banks and to Associations for recommendations. 
I am of the opinion that the amendment will be recom- 
mended by the banks and approved by the Federal Re- 
serve Board. 

Personal Contacts 

Although traveling conditions are almost impossible, 
I again spent three months in the field, having visited 
46 cities in 20 states and the provinces of British Colum- 
bia, Alberta and Manitoba, Canada. It was my first 
visit to several of the cities in some four to six years. 


Credit World 

It has continued to improve in contents and appear- 
ance, the results of the painstaking efforts of Secretary 
Hert. Judging from comments of members it is of real 
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value to all credit granters, regardless of type or size of 
business. It is regrettable that it does not reach every 
credit executive in the United States and Canada. 
While personnel problems made it impossible for 
President Burris to be away from his office for any 
length of time, several trips were made throughout the 
year and with good results. ‘The splendid cooperation 





of Mr. Burris and the other officers and directors of 
this Association, the personnel of the National Com- 
mittees, Washington Representative Shealey, the Na- 
tional Office personnel, credit managers and credit 
bureau managers is responsible for the continued success 
of our Association. This cooperation is sincerely 
appreciated and gratefully acknowledged. 


Report of Secretary and Research Director 
Arthur H. Hert 


Research Director during the past year has been 
the publication of The Crepir Wor Lp as attrac- 
tively and promptly as possible. The going has been 
harder this year because of the shortage of help and 
materials in the plant where it is printed and also in 
engraving and other typographic plants with which we 
have dealings. Considerable effort is put forth at all 
times to make this publication a progressive one by pub- 
lishing for our members the type of reading material they 
most desire. It is, of course, to be realized that we must 
depend on our members in this connection, not only for 
the support needed in obtaining worth-while articles and 
other items of interest, but also to make suggestions from 
time to time for its general improvement. It should 
also be remembered that the voice of RETAIL CREDIT 
is spoken through the pages of The Crepir Wor_tp— 
only publication devoted exclusively to this subject. Art 
work in laying out the forms that so splendidly illustrate 
the articles takes up a considerable amount of time but 
we believe is worth the extra effort because it makes the 
publication more easily read for the busy wartime credit 
executive. 
Research activities have not been as extensive as we 
would like to make them. This is caused mainly by a 
slackening up in the interests of our members, no doubt 


TT es CHIEF CONCERN of the Secretary and 


because there is not as much need for statistics now with 
collections and total sales spiraling to an almost abnor- 
mal extent, and credit sales greatly affected by Regula- 
tion W. As in previous years we have continued to as- 
semble and publish each month the figures on actual col- 
lection percentages and the barometer of collections, 
credit and total sales trends. We have made a survey 
of those who contributed in the past to our study on 
CREDIT DEPARTMENT OPERATING EX- 
PENSES AND OTHER DATA in order to learn if 
they are interested enough to contribute for the 1942 
study. From the replies received there is a strong desire 
for this information and we will proceed with prepara- 
tions immediately. However, some of our most loyal 
contributors in the past will be unable to cooperate with 
us this year, due to a shortage of personnel and other 
wartime problems. ‘This report-will probably be ready 
in the early fall. 


A thank you is due our membership for their loyalty 
in cooperating with us so faithfully throughout the past 
year. We would accomplish nothing if it were not for 
the interest shown in every activity we undertake. The 
assistance of our officers and directors and the executive 
office staff is likewise recognized and they have my sin- 
cere appreciation. 


Report of the Finance Committee 


Charles M. Reed, Chairman 


OUR FINANCE COMMITTEE, appointed 
VY» incoming President H. J. Burris for the fiscal 

year ended May 31, 1943, met at the Roosevelt 
Hotel, New Orleans, on Thursday afternoon, June 18, 
1942. Members present were D. D. Bolen, J. H. Riggs 
and C. M. Reed, with General Manager-Treasurer 
Crowder sitting in ex-officio. 

Guided by the experience of previous years and based 
on figures furnished by the National Office, a budget 
was adopted providing for all of the activities of the 
Association for the fiscal year, and approved by your 
Board of Directors on June 19. Such items as member- 
ship, credit education and the collection of dues can only 
be estimated, and are subject to some fluctuation. 

Although the budget indicated a deficit for the year 
of $2,800.00, it is gratifying to report an increase of 
$3,038.29 in cash and bonds on hand—$23,970.94 this 
year, compared with $20,947.75 last year. There is no 
unpaid indebtedness, all current indebtedness having been 


paid in the month in which incurred. 

Your Committee has kept in close touch with the 
financial operations of the Association throughout the 
year. A meeting of the Finance Committee was held 
in St. Louis in January, 1943, and in addition to Past 
President Bolen, Second Vice-President Riggs and my- 
self was attended by President Burris, Vice-President Jos. 
A. White, Past President Erwin Kant, and General Man- 
ager- Treasurer Crowder, members of the Executive Com- 
mittee. The operations of the Association for the year 
were reviewed and the office detail, billing, accounting, 
equipment, etc., appeared to be in excellent condition. 

Your Committee authorized the employment of S. D. 
Leidesdorf & Co., Certified Public Accountants, to con- 
tinue the semi-annual cash audit of the receipts and dis- 
bursements. The report of the audit for the six-month 
period ended November 30, 1942, was submitted to the 
Committee. 

The Committee is pleased to inform you that your 
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Association is in sound financial position, credit for 
which is due to the splendid cooperation of President 
Burris, the officers, directors and members, to the ex- 


cellent work done by General Manager-Treasurer 
Crowder, Messrs. Hert and Dakins, and the loyalty of 
the National Office staff. 


Report of the Washington Representative 
R. Preston Shealey 


that much of the work of the Washington Office 
is known to N.R.C.A. officers and directors 
through information releases. It is divided into two 
parts: 


i HIS REPORT has been prepared upon the basis 


(A) what has transpired since the last informa- 
tion release and what is ahead on matters in hand; and 
(B) what has been accomplished in the past year. 

A (1) Garnishment, H.R. 694. The CMD Conven- 
tion at Columbus on May 19 endorsed H.R. 694, but 
learning that this endorsement to be effective had to be 
approved by he National Retail Dry Goods Association, 
and Congressman Kefauver having asked me to inform 
him by June 1 the result of efforts to line up congress- 
men, | conferred in New York on May 24 with Messrs. 
Buckeridge, Severa, and Worsdell (Albany), and later 
on in the day with Messrs. Hahn and Hagios. ‘These 
two gentlemen after listening to the explanation of the 
committee print revision of H.R. 694 apparently were 
satisfied to support the measure. Following a conference 
on May 26 with Harold Young, Secretary of the Na- 
tional Retail Dry Goods Association legislative com- 
mittee and its Washington Representative, whom Mr. 
Hahn asked me to see, indications are that the National 
Retail Dry Goods Association will not support the 
measure. 

The introduction of and efforts to enact H. R. 694 
into law have called attention to lack of state garnish- 
ment laws in a number of states. Requests have been 
made from time to time that there should be a study by 
some government agency of state garnishment laws 
(private employees as well as public) and their relation 
to the extension of credit as a part of the economic 
structure of the country. It is recommended that the 
Washington office be directed to canvass government 
agencies, such as the Federal Reserve Board and the 
Department of Commerce, to the end that a garnishment 
study, in cooperation with the N.R.C.A., may be under- 
taken for the purpose specified. 

A (2) Bankruptcy. While the wage earner settle- 
ment system in use in Birmingham, prior to the enact- 
ment of Chapter 13 of the Bankruptcy Act, was knocked 
out by a court decision, it was saved by the later enact- 
ment of that measure with its provision giving power to 
the court to enforce application of wages to settlement 
plans. Chapter 13 has since come into increasing use in 
Atlanta, Norfolk, Knoxville, Chattanooga, Memphis, 
Kansas City, Kans., Birmingham, Montgomery, Macon, 
Richmond, Denver, and Chicago, but until referees are 
placed upon a salary basis it will not come into general 
use throughout the country. N.R.C.A. Convention 
resolutions have stressed that fact and also asked for 
lower administration expenses and discretion to the court 
to refuse adjudication in voluntary individual cases and 
direction to file a petition under Chapter 13. The Con- 


8 CREDIT WORLD 
JULY, 1943 


ference of Senior U. S. Circuit Judges has had commit: 
tees studying these and other bankruptcy questions for 
some months past and has leaned heavily on the Bank- 
ruptcy Division of the Administrative Office of U. S. 
Courts for data and suggestions. It will be recalled that 
this Bankruptcy Division was created with support of 
the N.R.C.A. I am placing before the Conference, in 
writing, the position of the N.R.C.A., on these improve- 
ments to Chapter 13, and will also attend the conference 
in Chicago, June 21 to June 23, when these bankruptcy 
matters will be discussed in detail. The Chief of the 
Bankruptcy Division has urged that I attend the con- 
ference and this request has been approved by the Na- 
tional Office. The pension feature of the pending bill 
(Hobbs bill, N.R. 1107) placing referees in bankruptcy 
upon a salaried basis is said to be preventing passage of 
the measure. The conference may recommend revision 
of the pension feature and, it is hoped, take some action 
upon lower administration expenses and discretion to 
deny or postpone adjudication in voluntary individual 
cases. It is also probable that the conference may wel- 
come support before the country by the N.R.C.A., of 
some of its recommendations. If so, this will present a 
splendid opportunity to this Association to be of service to 
the country and to its membership. 

A (3) Small Business. It has been my privilege to 
participate in a number of conferences called by the 
Senate Small Business Committee, especially the con- 
ference at the Department of Justice on April 22. Sum- 
ming up the small business situation to date it appears 
that through failure to obtain merchandise many firms 
will be compelled to go out of business and others to ex- 
pand after the duration. Government subsidies to small 
business are opposed but it appears probable that longer 
term credit than is now available to small business, prob- 
ably through government insurance of bank loans, may 
be passed by Congress. The Federal Reserve Board is 
likewise giving attent’.n to this matter. It is recom- 
mended that N.R.C.A. officers and directors give con- 
sideration to this subject to the end that when the present 
studies by government and by business are crystallized 
in the form of legislation they may be in a position to 
express their views as to what this situation requires. 

A (4) Regulation W. There is increasing evidence 
of a desire on the part of many business units that certain 
phases of Regulation W should be continued after the 
duration. The New Orleans Convention passed a 
resolution on this subject. On the other hand there is 
some opposition to continuance of any of its features after 
the duration as I observed in the recent conference in 
New York, called especially to bring strong support to 
H.R. 694. I recommend that such studies as are now 
being made by the N.R.C.A. to determine (a) whether 
any features of Regulation W should be retained after 
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the duration, and (b) if some of the provisions or objec- 
tives of Regulation W are to be retained after the dura- 
tion, should be concluded at an early date. 

B (1) Soldiers’ and Sailors’ Civil Relief Act. Public 
Law No. 732 (Soldiers’ and Sailors’ Civil Relief Bill) 
became a law October 6, 1942 and contained the amend- 
ment permitting guarantees of purchases if made in writ- 
ing by other than the soldier or prospective inductee. 
This is the amendment which I presented to the House 
Military Affairs Committee on May 25, 1942. I also 
aided in the preparation of the N.R.C.A. booklet on 
this subject. 

B (2) Garnishment. Part A deals with the status 
of garnishment but it may not be amiss at this point to 
detail some of the work which was necessary to bring 
this matter to the point of hearings before the House 
Judiciary Committee and to otherwise obtain support 
for the measure with Senators and members. Some of 
the work performed by the Washington Office, but which 
does not appear either in releases or in the text of the 
hearing, follows: Preparation of arguments in support 
of garnishment embraced in H.R. 7213 folder; revision 
of H.R. 7213 for introduction on Jan. 9, 1943, as 
H.R. 694; examination of state statutes of garnishment 
of public officials and employees and preparation of the 
state garnishment study appearing in the hearings on 
H.R. 694; statement on behalf of the N.R.C.A. read 
at the hearings by Mr. Abe Coonin on March 24, 1943; 
preparation of summary of debts of government em- 
ployees submitted at the hearings on H.R. 694; summary 
of arguments for use in circular letters to Morris Plan 
banks, and draft of letter for N.R.C.A., circularization 
of members in suppor: of measure. Correspondence in 
regard to the matter from interested parties has been 
important as have also personal conferences with sup- 
porters of the bill. The measure, however, is being 
strongly opposed by labor and unless and until more 
business support is actively exerted the measure may not 
make rapid progress. There are some indications that the 
lack of support in certain business quarters may be due 
to political activities. 

B (3) National Retail Credit Survey. Lack of avail- 
able personnel, both in the Federal Reserve Board and in 
member units of the N.R.C.A., was expected to slow up 
the size, scope and time of publication of the retail credit 
survey. It will be recalled that last September the 
survey was transferred to the Federal Reserve Board, 
and that afterwards, through the efforts of the N.R.C.A., 
in cooperation with its Washington Office the Federal 
Reserve Board decided to continue the survey. After 
this decision was made I kept in touch with the Board 
officials in charge. 

Through my efforts the summary was speeded up and 
on May 22nd the first section was forwarded to St. Louis 
for publication in the June issue of The Crepir Wor .p. 

Some of the survey features had to be eliminated but 
the basis has been established for future conduct of the 
Survey by the Federal Reserve Board and it is expected 
that succeeding surveys will reflect improved usefulness 
of the data obtained for business uses. 

B (4) Small Business. Increasing scarcity of available 
merchandise for resale will ultimately force liquidation 
of many small business units but at the present writing 





those merchants who have gone out of business—and 
there are already many such—have been able to pay their 
debts from sale of their assets, including merchandise 
and fixtures. As a result the principal question during 
the past year concerning small business has been that of 
unexpired leases and this matter has been in most in- 
stances solved by compromise settlements between land- 
lords and tenants. The problem, however, will become 
more acute within the near future and it is to this 
problem that your Washington representative has de- 
voted considerable time and study in the past six months, 
including numerous conferences with representatives of 
the Senate Small Business Committee and the Dept. of 
Commerce and the Federal Reserve Board. What may 
be expected in the future from these studies is outlined 
in Part A of this report. 

B (5) Regulation W. On Feb. 20, 1943, in response 
to a request of David Bolen, I arranged for a conference 
at the Federal Reserve Board, Feb. 22, 1943. This 
conference was participated in by Messrs. Bolen, Crow- 
der and myself. The result, a revision of the “cycle 
billing” provision proposed by the Federal Reserve 
Board, is under consideration by our members. 

I have had much active help and support during the 
past year from our members, particularly in the matter 
of H.R. 694, and also from members of related organ- 
izations such as the Morris Plan Bankers Association of 
which Mr. Richard H. Stout is President. This inter- 
est has contributed to whatever measure of success the 
Washington work has attained during the past year. 
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Friend O’Mine 


“T should like to send you a sunbeam 


Or the twinkle of some bright star; 
Or a tiny piece of the downy fleece 
That clings to a cloud afar. 

I should like to send you the essence 
Of a myriad sunkissed flowers; 

Or the lilting song as it floats along 
Of a brook through fairy bowers. 

I should like: to send you the power 
No human hand can bestow, 

The power to laugh and smile the while 
As journeying through life you go. 
But these are mere fanciful wishes, 
I’ll send you Godspeed instead 
Then I’ll clasp your hand and you'll 


Understand all the things I have left unsaid.” 























WITH THIS ISSUE it is our unhappy task to 
say farewell to Miss Aline E. Hower who has 
so ably edited the Credit Department Letters 
page since July 1939. She has asked us for an 
inde finite leave from this duty in order to allow 
more time for her other many activities. Her 
expert knowledge of the do’s and don't’s of 
letter writing, as well as her originality and 
competence in this field contributed to the suc 
cess of the Credit Department Letters page, 
and made this one of the most popular features 
in The Crevit Worip. She has made a host 
of friends in the retail credit fraternity and 
we know that she will be greatly missed. Miss 
Hower’s splendid contributions on the subject 
of better letters are sincerely appreciated and 
it is our earnest hope that very soon she will 
again lend her efforts to this all important fea- 
ture of our publication. 

L,. S. CROWDER 
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Someone sent that to me a long time ago, when | 
needed it very much, and I have always loved the little 
jingle. I do not know who wrote it originally. 

But now that it seems advisable for me to spend more 
time in war activity, I have asked Mr. Crowder for 
leave, and this will make it necessary that I be absent 
from you for awhile. You can be sure that I shall miss 
you far more than you will miss me. 

I have loved the letters that you have graciously 
shared with our readers; I have thoroughly enjoyed 
meeting many of you personally and having you tell me 
that you always read the Credit Department Letters page 
in The Crepir Wor tp; I have been most grateful that 
a number of the very progressive cities have invited me 
to conduct Letter Writing Clinics and give talks. 

You folks are the salt of the earth, and you are doing 
a magnificent wartime job. So you will understand that 
my thoughts and gratitude are with you as I now say 
“au revoir.” 


This Month’s Illustrations» —_________» 

What a delightful way to express an unpleasant fact 
is presented in Illustration No. 9, from Ellis Stone & 
Co., Durham, North Carolina, a letter submitted during 
the letter-writing contest. Mr. Anglin has definitely put 
himself on paper. He might be chatting with Mrs. Jones 
as he goes from word to word and from one paragraph to 
another. Everyone likes attention, and I do not see how 
any reader could help being pleased by such a letter. 

Illustration No. 10, also from the letter-writing con- 
test, is very refreshingly expressed. Schenectady, the 
home of General Electric, must provide many good cus- 
tomers for H. S. Barney Company. They appreciate a 
beautiful letter like that written by Mr. Odell. It com- 
bines the beauty of courtesy with conciseness. Don’t you 
like the wording “now open for immediate use”? The 
closing is most certainly action impelling. 

Illustration No. 11, from Mr. D.C. Hoyt, Winkel- 
man’s, Port Huron, Michigan, uses the powerful face- 
saving approval appeal. It also uses the excellent refer- 
ence to the government and should pull in many payments 
promptly. The letter is well worded and well constructed. 

Illustration No. 12, a letter by Meigs & Co., to a 
lady who had charged fifteen pair of hose and left word 
to deliver them immediately explaining that they were 
Christmas gifts, puts over a difficult story most tact- 
fully. Notice the excellent use of approval in the sec- 
ond paragraph. From start to finish, the letter conveys 
an attitude of great eagerness to serve and this of itself 
should carry the reader right along to the point of re- 
ciprocating by paving. The letter has about it all of the 
charm of the holiday spirit, and was a worthy one to be 
submitted in the letter-writing contest. What more could 
a letter counselor ask than splendid letters like these as a 
climax, for the present, to her analytical efforts! 
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Durham, VC. 


January 10, 1943 


Mrs. J.J. Jones 
2432 W. Main St, 
Durham, N, C, 


Deer ¥rs.Jones $33.44 


The above amount concerns us ! 
because of the size of the Fong a i. 
the cost involved in carrying the balanc 
on our books; BUT we are greatly consevasd 
over the fact that your account has had to 
be ‘frozen’ as required by governmental 
regulations, and on this account we are 
not permitted the pleasure of serving yo 
with your account as we have in the an 


Your prompt attention i 

n this matt 
be appreciated, and will show a _— 
spirit of co-operation in this time of 
our Country’s great need. 


Yours very truly, 


ELLIS STONE & CO. 


“J 


Credit Department 


BUY WAR STAMPS and BONDS EACH PAY DAY 


2 tig 3 
esr D ices 
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H.S.BARNEY COMPANY 


¥ 


ESTABLISHED 1033 


SCHENECTADY. New Yoru 


June 12, 1943 


Mr. Allan J. mi 
. ppen 
6626 Channel Drive 
Schenectady, New York 
Dear Mr. Klippen: 
nee of $10.00 
account and we 


this account i 


y we hear you say “CHARGE IT" once nore? 
Yours very truly, 
H. S. Barney Company 


AH Ciaete 


Credit Manager 





— 


LEIGS & Co. (2) 


NCORPORATED 


OUTFITTERS TO MEN WOMEN AND CHILOREN 








Telephone 615 


) bhbacan , 


*The Store of Personal Service” 
(i) 218 Huron Avenue 
Port Huron, Michigan 


January 15, 1943 


Mrs. U. RB, Slow 
2500 Default St. 
Port Huron, Michigan 


Dear Mrs. Slow: 


Within « few days we will close eur books for the 
fiscal year and prepare a list of a1] accounts 
which have been carried beyond the time allowed 
by the Government. 


Wo doubt you have overlooked the fact that your 
charge gooount is in default for $25.00 as defined 
by the Yovernment Credit “eguletions. Therefore, 
we are sending this reminder so that you may have 
an opportunity to remit before the list is compiled 
on January 50, 1945. 


If, sinee the date of this mailing, your remittance 
has been sent please accept eur thanks and disre- 
gard thie letter. 


Yours very truly, 
WIEKELMAN'S 





BRIDGEPORT.CONN 
December 21, 1942 
irs. John Smith 


945 Main Street 
Bridgeport, Connecticut 


Dear Mrs. Snith: Amount in Default-October 915.90 





It was good of you to choose “Meigs” when you were 
Christmas sMopping for men*s hose today. 


Your selection of the Inter-woven brand is not only 
the best, but very smart. This hose is known for extra quality, 
proper fit and longer wear. An appropriate gift any man would 
be happy to receive. 


Your’charge slip calls for immediate delivery. This we 
shall be glad to do, but need your assistance for reason your 
account shows a balance of $15.90 in default according to Govern- 
ment Regulation "Ww" on listed articles. 


When a balance is not paid by the 10th of the second cal- 
endar month following month of purchase, we are deprived of 
the privilege to honor additional charges on monthly accounts 
until this condition is cured. A check for 515.90 will give us 
the "GO" signal and remove this obstacle from our path. Delivery 
can then be made immediately. 


Mey we please have your prompt attention, for there remains 
only four more days until Christmas. ‘We can fully appreciate 
how necessary it is to deliver this at once to prevent disappoint- 
ing someone on Christmas day. 

We at Meigs & Company extend to you and yours the Yuletide 
Season's Best Wishese 


Very truly yours, 


aus 
Dept. of Accounts 
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Present-Day Dental Economics 


That Pay Uividends 


Dr. R. D. Bridgford 
Colorado City, Texas 


ENTAL ECONOMICS is a subject that has 
held the growing attention of the dental profes- 

sion in recent years. Criticisms have been numer- 
ous and often unjust, but when one investigates why one 
dentist is successful while another, who has had the same 
training and education, seems to be unable to gain the 
confidence of the public, one wonders what is wrong. 
Today it is just as ridiculous to call dental economics 
unethical as it is to advocate the refusal of fees for 
dental services. 

The dentist has nothing to sell except his services. 
Their value to the patient is not always clear. Fre- 
quently, when the doctor feels that the patient should 
be grateful, he is not. On the other hand he is some- 
times deeply appreciative when little is done for him. At 
any rate what the patient receives is intangible, and the 
intrinsic value of your services rapidly fades from his 
mind. In fact, economists say a dental account of 
$100.00, if unpaid in sixty days, is actually worth only 
$90.00; if allowed to run ninety days is worth only 
$85.00; and in six months is worth only $50.00. That 
added to the knowledge that your most fruitful years on 
the curve of life are between twenty-nine and fifty came 
upon me like a nightmare a few years ago, and I began 
to wonder how I could be economically secure when | 
started on that downward curve. 

It behooves the practicioner, therefore, to approach the 
matter of collections system- 


and within their control. The principal causes are the 
inability and disinclination to apply reasonable business 
methods in the conduct of their profession. 

We all agree the ethics of the profession call for the 
rendering of services under certain circumstances even 
though the prospects for remuneration are practically nil. 

The temperament and training of the majority of 
professional men are not conducive’ to putting into 
practice the steps that are necessary in order that their 
accounts are followed successfully. There has been a 
feeling that it is unethical and not in line with the ex- 
pected and accepted custom, primarily in the early 
stages, to bring any great degree of pressure to bear in 
the collection of their accounts. I agree that certain of 
the steps are rather distasteful and at a variance with 
some dentists’ concept of dignity, but of vital impor- 
tance nevertheless. 

There is also a feeling of resentment against spending 
valuable time in collections which might be used to much 
better advantage from the standpoint of productive prac- 
tice, educational pursuits, and recreation. 

It is naturally impossible for all dentists, especially 
under present conditions, to have a well-trained assistant. 
Invariably when the volume of practice warrants the 
expense, it will not be found a real expense, but an 
investment, paying returns in excess of her salary in im- 
proved collections and more free time for you to spend 
to a better advantage. Personally, I do not see how I 
could get along without a capable one. 

Most of us graduated from average dental schools, 
were average students in school, and located in average 
towns. Our schools graduated 





atically, effecting settlement at 
the earliest possible moment. 
Procrastination may find the 
patient both unwilling and per- 
haps unable to pay in a manner 
satisfactory to the doctor. 


A profession that makes 
money its primary considera- 
tion cannot survive. It is 


doomed. On the other hand, 
a professional man who makes 
money no consideration is like- 
wise doomed. ‘Today, there is 
nothing inconsistent in a pro- 
fessional man charging a ‘just 
fee and collecting it. I wish to 
emphasize that collection angle 
from our present-day methods. 

There would appear to be 
no question as to collections 








us with professional training, 
but failed utterly to give us 
any practical use of Economics, 
Psychology, or of business 
principles and laws for the con- 
duct of a practice of dentistry. 
We were living in an age of 
the fiercest commercialism and 
economic battling for the al- 
mighty dollar, and were sup- 
posed to have the natural 
ability to sell our services in 
competition with the automo- 
bile, refrigerator, and other 
highly advertised lines of mer- 
chandise. 

A practice is mainly built 
and maintained on the recom- 
mendation of satisfied patients 
and anything done  where- 











being a problem to the vast 
majority of the dentists, and 
the reasons are both beyond 
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‘*Frankly, Mr. Courtney, it isn’t only the government 
regulations—we like prompt payment also.’’ 


by a feeling of ill will is 
created may have detrimental 
results considerably out of pro- 
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portion to an immediate monetary gain achieved through 
adopting a too drastic attitude or policy. There is a 
happy medium in all things and a collection policy which 
not only obtains the money but retains good will is 
possible for achievement. The dentist must have dealings 
with many unbusiness-like people—individuals who in 
the first place have only a sense of obligation, no sense 
of self-interest in paying. 

The prompt payment of an obligation is to a great 
extent a matter of education, and over the years the 
public has been led to believe that commercial obliga- 
tions must be paid in accordance with definite terms; 
that the dentist is in no hurry for his money and settle- 
ment at some later date will suffice. 

I believe the successful con- 


month. In this way you keep in close contact with the 
accounts. 

“An account well opened is half collected,” is a truism 
which pertains to both professions and business. I have 
a series of cards and letters as follow-ups on these con- 
tracts, just the same as any finance company. 

When the contract is completed, it is returned to the 
patient with a letter of appreciation. Sounds simple, 
doesn’t it? But it does work and I can take a vacation 
each year on the interest these contracts bring which 
formerly I carried as open account. The first seven 
years in practice I felt lucky if I collected 90 per cent 
of my fees. Each of the last three years’ receipts have 
been more than my fees. 

There are many other fac- 





duct of a professional practice 
requires as definite a_tech- 
nique as does the making of 
a successful denture or inlay. 
That calls for a definite or- 
ganization of business, budg- 
eting, examinations, estimates, 
extending credit, collection, 
recalls, etc. 

It is the custom in my 
office to chart and estimate 
the cost of work needed in 
every case presented, giving 
the patient optional fees ac- 
cording to the type of work. 
You will be surprised what 
the patient will accept if 
given the chance to visualize what is received. 


Washington 





If the patient is a regular, we know his credit record 
from past experience, and proceed. However, if the 
patient is new we casually inquire during the examina- 
tion if he wishes to handle the account on a cash or 
budget plan. Since the budget plan is now generally 
accepted, the suggestion that the bill can be paid gn this 
basis is often welcomed. I can see no valid reason why 
the practitioner should not adopt such methods as will 
aid him to obtain just compensation for his services plus 
the interest any finance company would charge. In case 
the patient expresses himself in favor of the budget 
plan, we add an additional 10 per cent to our estimate 
and request a report from the Retail Merchants Associa- 
tion. 

It so happens the Retail Merchants Association office 
is just across the hall from my office and by the time I 
have completed my bite-wing examination, my assistant 
has the report for me. At this sitting or subsequent sit- 
ting, a complete understanding of work to be done and 
financial agreement are reached and the contract and terms 
signed by each so there can be no misunderstanding later. 
One-third of the estimated price is paid before the work 
is started and the balance in three, six, or nine equal 
monthly payments with -eight per cent interest if the 
payments become delinquent. The patient sets the date 
and the amount of payment each month and is informed 
then and there that he is expected to meet them as 
agreed. He is also given a folded card showing the full 
amount of contract, initial payment, balance payable in 
monthly installments, and date each is due. He is re- 
quested to bring that card to the office for credit each 


In the August Issue 


“Rehearsal for V-Day,” Richard H. Stout, Presi- 
dent, Morris Plan Bankers Association, 


“Our Attitude Toward Regulation W As a 
Postwar Policy,” Myron R. Bone, Execu- 
tive Secretary, American Industrial Bank- 
ers Association, Fort Wayne 


“Postwar Credit Plans,” William J. Cheyney, 
Executive Director, Retail Credit Institute 
of America, Washington 


“Decline in Consumer Credit,” Board of Gover- 
nors of the Federal Reserve System, Wash- 
ington 





tors that enter into the suc- 
cess of the budget plan. The 
first and cardinal one is affilia- 
tion with your local credit 
bureau. Every individual 
makes his own credit record 
—it gives you a perfect pic- 
ture of his habits and they 
don’t change very often. I 
have gone against my judg- 
ment and the credit bureau 
report a few times and those 
mistakes are still on my 
books today. Sometimes you 
find records hard to believe, 
but just the same they are 
true. 

There is no magic to it. Citizens of one community 
are not any more anxious to pay their debts than those 
of another. The secret lies simply in the application of 
plain business sense to a problem. Also, realization to 
the fact that, while many people today have learned to 
live in debt and like it, there is one thing they don’t like 
and consistently shy away from. They don’t want to be 
listed as delinquent by the entire local Dental and 
Medical profession, for they know that their files are 
open to the bureau members to guide them in the exten- 
sion of credit. Quite naturally the bureau investigates 
the patient’s ability to pay, his attitude toward his obliga- 
tions, and his paying habits. In our territory two of the 
three dentists and three of the four M.D.’s are members 
and we get good results. 

The second factor is the care you use in extending 
credit to a new patient. Probably no two dentists use the 
same method. Some are careful while others are ex- 
tremely careless. Losses due to slow accounts are 
directly in proportion to the care taken when the account 
is opened. Your prosperity will depend quite largely 
upon the care you take upon such occasions and here are 
a few suggestions which are worthy of your considera- 
tion: 

1. Carefully interview every new credit patient and have 
a definite understanding as to financial arrangements. 


2. Be sure to get full name of patient and in the case of 
children, the parents’ name. When services are rendered to 
a married woman or to minor children, the account should 
be kept in the name of the husband. If you expect to hold a 
third party liable, a verbal promise to pay in case of default 
is not enforcible by law as it is a guarantee which must be in 


(Turn to “Dental Economics,” page 30.) 
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A Golden Opportunity 


Have you given any thought to your progress in the credit profession? 
Are you preparing for today’s responsibilities and tomorrow's oppor- 
tunities? Here’s a new National educational plan that will help you... 
to learn how to become a more valuable assistant to your employer. 


N.R.C. A. EXTENSION COURSES 





RETAIL CREDIT 
FUNDAMENTALS 


Based on the textbook of the same 
name by Dr. Clyde Wm. Phelps, Uni- 
versity of Chattanooga, Chattanooga, 
Tennessee. 


Divided into three main sections, treat- 
ing, first securing the account, then 
controlling it, and finally, collecting 
it. 336 pages, printed in large easy- 
to-read type, and substantially bound. 





Two courses are available. The course on RETAIL CREDIT 
FUNDAMENTALS is a “must” for the newcomer in credit 
work; and for the credit correspondent the course on 
STREAMLINED LETTERS will provide a training which 
will inspire confidence. 


How does this new educational plan operate? Upon enroll- 
ment, you receive a copy of the textbook on which the 
course is based. Your assignment is one chapter a week. 
A series of questions covering each chapter are then sent 
weekly from the National Office. You are expected to sub- 
mit your answers to St. Louis where your work is graded. 
There is no final examination—but you are given a final 
grade on the basis of marks made weekly throughout the 
course. If you grade 70 or better, a Certificate of Pro- 


maAaTIL THIS 


J. Gordon Dakins, Educational Director 
National Retail Credit Association, 
Shell Building, St. Louis, Mo. 


1 n check 














y order for $5.00. Please register me as a student in the New N.R.C. A. Extension Course on 
RETAIL CREDIT FUNDAMENTALS OR. STREAMLINED LETTERS. 


Occup. tee 





STREAMLINED 
LETTERS 


Based on the textbook of the same 
name by Capt. Waldo J. Marra, for- 
merly Correspondence Director, Bank 
of America, San Francisco. 


450 pages, waterproof binding. Tells 
how to plan letters and get positive 
results... how to secure eye appeal 
through correct letter form . . . how to 
write credit, collection and adjustment 
letters ... how to improve vocabulary. 








ficiency is awarded you. Your employer is notified of your successful 
completion of the course. 


The price of each course is only $5.00. This covers every- 
thing—the cost of the textbook, the weekly quiz and ratings, 
three issues of The CREDIT WORLD, and the Certificate 
upon successful completion. At this low price, everyone 
can afford to enroll, The textbooks alone retail at $4.00 
a copy. 


Think it over! Is your future progress worth an invest- 
ment of $5.00, plus a few hours of your spare time each 
week? Remember—every man and woman who wants a 
more complete knowledge of credit and letter writing 


needs this help. Enroll now, and prepare for a bigger job! 
Do it TODAY! 


CcOoOuPON TODAY 




















ee ea aaa ee ee ee ee 


14 CREDIT WORLD 
JULY, 1943 


a 





but wv 
we re 
fatal 
lesson 
foun 
Be 
back 
finge: 
A 


chant 


grair 
crop 
vest 


D 
grad 
may 
tion 
non| 
dou! 
grey 
the 


mea 


Ww 


ccessful 


every- 
tings, 
ificate 
ryone 
$4.00 


nvest- 

each 
ints a 
riting 
r job! 


| ee 





AFTER THE WAR 
eee LHEN WHAT. 


Emmett E. Barbee, Secretary-Manager 
Oklahoma City Retailers Association, Oklahoma City, Okla. 


ent war economy put new life into it. Good busi- 

ness will continue while war money is plentiful, 
but what will take place when the war is over? Will 
we revert to the business practices that brought on the 
fatal sickness before the war, or will we profit by the 
lessons we have learned and build on a sound, post-war 
foundation ? 

Before you try to answer these questions, let us look 
back over the past generation and see if we can put our 
finger on the business ills that contributed to our sickness. 

A generation ago one could count the number of mer- 
chants listed in the Bradstreet rating book, multiply by 
ninety and get the population of the country. 

Merchants are nonproducers; they do not plant a 
grain of corn, cultivate the ground and later harvest a 
crop of several ears of corn. They merely take the har- 
vest of corn and distribute it. 


eer WAS very, very sick before our pres- 


Increase in Number of Merchants 

During the past generation the ratio has changed 
gradually, so that today the names in the rating book 
may be multiplied by about fifty-five to secure the popula- 
tion of the country. This means that the percentage of 
nonproducer merchants in any community has almost 
doubled within the past thirty years. As the number 
grew, there was less and less business for each one, and 
the lessening business caused all merchants to look for 
means of increasing volume. 

One merchant would start giving certain premiums 
with the sale of merchandise. This gave him a tempo- 
rary advantage over his competitor, until the competitor 
also started giving premiums and both settled back to the 
usual amount of business; not enough to support both. 
The only difference was that then both merchants were 
giving away approximately two per cent of their gross 
profits in premiums to their customers. 

Again the merchants looked around for means of stim- 
ulating business. One of them bought a horse and wagon 
and started delivering purchases to the homes of cus- 
tomers, who up to that time had had to carry their 
purchases home. That stimulated his trade for a while 
until the competitor also bought a horse and wagon. 

Once more business settled down, with not enough for 
both, except that both were then giving away another 
one per cent of their profits in free deliveries. At the 
time the Office of Defense Transportation restricted the 
number of deliveries permissible, this evil had grown 
until in many large cities downtown department stores 
were making four and five deliveries a day, besides main- 


taining a substantial crew of “Special Delivery” em- 
ployees to speed the merchandise when the regular de- 
liveries were not fast enough. When credit sales became 
prevalent another form of competition came into exist- 
ence, merchants vying with each other in giving special 
terms to the customer. Competition lengthened these 
terms until, at the time the Federal Reserve Board 
stepped in in 1941 and restricted installment terms, many 
dealers were giving up to thirty-six months to pay for 
household appliances, automobiles, etc. Gasoline stations 
went “all out” in this “give-away” competition. All 
sorts of free services were practically forced on the cus- 
tomer who drove into a station merely to buy a few 
gallons of gas. 

The customer did not ask for these free services and 
would have been content without them as he had been 
in the past. 

Vicious competition, brought about by too many retail- 
ers for the available volume of business, caused the retailer 
to think up new ways of giving something to the cus- 
tomers in order to create enough business to permit him 
to survive. By the beginning of the present war era, 
competition, instead of being the “Life” of trade was 
fast becoming the “Death” of trade. 

Government restrictions now prohibit many of the 
“give-away tactics of the past generation. Thinking 
retailers have hailed most of these restrictions with joy, 
and leaders are already laying plans to try to retain many 
of the new regulations after the war is over. More than 
five thousand retail outlets in Oklahoma have been closed 
since the war started. Closings now are at a still more 
rapid rate, yet those who remain are doing a much larger 
business at this moment than the larger group did be- 
fore the war. Profits are now being made, while the 
larger, pre-war group of retailers was generally in very 
poor shape. 


Small Business and the War 

Before the war there were two and a quarter million 
retail outlets in the United States. If the war economy 
should reduce these by several hundred thousand, and if 
the remainder operate sanely, eliminating the foolish 
practices that caused such a sick economy before the war, 
it seems logical to feel that all concerned will be much 
better off. I am not advocating fewer small businesses. 
We have had too many small ones, it is true, but also 
too many medium sized ones and too many large ones. 
Research will tell you that since the war began they 


(Turn to “After the War,” page 23.) 
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oa Adopted at Retail Credit Forum +” 


* June 15-16, 1943 


|] POSTWAR PLANS 


WHEREAS, it is recognized that retail credit plays 
an important part in our national economy, and it is 
essential that plans be made now for a postwar credit 
policy which will prove beneficial to credit granters and 
consumers alike; 

NOW, THEREFORE, BE IT RESOLVED, by 
the delegates to the Retail Credit Forum of the Na- 
tional Retail Credit Association held in St. Louis, 
Missouri, June 15-16, 1943, 

(1) That in the interests of free enterprise, the con- 
trol of retail credit shall be returned to American busi- 
ness at the end of the war and removed from Govern- 
ment restrictions or supervision, 

(2) That merchants and credit granters throughout 
the nation be urged to base their postwar credit policy 
on a sound and sane attitude which will permit credit 
to be extended only within the limits of certain well 
defined terms, 

(3) That the National Retail Credit Association 
exert its best efforts to secure the termination of Reg- 
ulation W or any other consumer credit regulation at 
the end of the war. 


2 CHANGES IN REGULATION W 


WHEREAS, Regulation W is an emergency meas- 
ure, and 

WHEREAS, credit granters are now familiar with 
its provisions, 

NOW, THEREFORE, BE IT RESOLVED, that 
this Retail Credit Forum recommend that no further 
changes of a restrictive nature be made in the regula- 
tion. 


3 PLANNING COMMITTEE 


WHEREAS, it is in the best interests of retail mer- 
chandising and the general welfare of the nation that a 
sound credit policy be established for the postwar period ; 

NOW, THEREFORE, BE IT RESOLVED, 

(1) That the Postwar Planning Committee, appointed 
at the Retail Credit Forum in St. Louis, June 15-16, 
1943, be established as a permanent committee for the 
purpose of continuous study of consumer credit terms; 

(2) That this committee make an intensive study of 
general economic conditions and submit its recommenda- 
tions to the National Retail Credit Association concern- 
ing postwar retail credit terms covering both open charge 
and instalment accounts; 
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(3) That it shall be the duty of the Educational 
Committee of the National Retail Credit Association 
to acquaint its members with the recommendations of the 
Postwar Planning Committee and to urge the observance 
of such terms by credit granters and consumers alike. 


4 COOPERATION INVITED 


WHEREAS, it is evident that consumer credit will 
play a vital role in the reconstruction period; and 

WHEREAS, all national groups are keenly interested 
in the establishment of sound credit practices; 

NOW, THEREFORE, BE IT RESOLVED, that 
the National Retail Credit Association invite other na- 
tional organizations to cooperate with it in the estab- 
lishment and observance of sound credit practices. 


5 SPLIT PAYMENTS 


WHEREAS, the provisions of Regulation W do not 
permit retailers to place on charge accounts purchases 
of listed articles which are to be repaid in instalments, 
even though such purchases are scheduled to be repaid 
on or before the default date; and 

WHEREAS, the tendency of customers to make 
partial payments, regardless of agreement, is widespread, 
and often results in misunderstandings between _in- 
spectors of the Federal Reserve Banks and Registrants; 
and 

WHEREAS, retail credit operations under Regula- 
tion W would become more efficient if the regulation 
were amended to permit split payments on charge ac- 
counts ; 

NOW, THEREFORE, BE IT RESOLVED, that 
the Board of Governors of the Federal Reserve System 
be urged to amend Regulation W to treat as a charge 
sale any extension of credit which is to be repaid not 
later than the 10th day of the second calendar month 
following such extension of credit, regardless of whether 
it is to be repaid in a lump sum or in two or more 
payments, and that a recommendation to this effect be 
sent to the Board of Governors of the Federal Reserve 
System. 


6 EARLY CLOSING DATE 


WHEREAS, ever since charge accounts were brought 
under Regulation W it has been a matter of practical 
necessity for retailers (other than those using cycle bill- 
ing) to bill on a calendar month basis; and 

WHEREAS, this practice of closing books on the 


last day of the month has not only caused delay in get- 
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ting statements into customers’ hands, but has required * 


the employment of additional personnel and also in- * * 
creased expense for the retailers; and 
WHEREAS, a saving of manpower and expense * * 


would result if retailers were permitted to close their 
books three days early, if they so desire, and to carry 
over charges of the last three business days to the fol- 
lowing month’s bill; 

NOW, THEREFORE, BE IT RESOLVED, that 


the Board of Governors of the Federal Reserve System 


The complete 


_— be urged to amend Regulation W to produce this much P Hi {} [ E E I] ] N EF o 
- desired change, and specifically, to amend section 5(a) 
a of the regulation in the following manner: 
ance “Section 5(a) Maximum maturity.—Except as per- of the 
like. mitted by section 9, no listed article shall be sold in 
a charge account with an agreement that payment 
therefor may be deferred beyond the 10th day of the Hi il [ di F 
second calendar month following the calendar month etal re il Oorum 
during which such article was sold, but at the option 
will of the seller, any sale made in any month on the last on 
three business days of such month may be treated, 
ested for the purposes of this regulation, as a sale made on 
: the first day of the following month.” Wartime Problems and 
that 


be 7 FEDERAL’ RESERVE BOARD 


Postwar Plans 


WHEREAS, the Board of Governors of the Federal 
Reserve System has been charged with the responsibility 
of administering the Consumer Control Regulation of 
the United States Government; and 


(St. Louis, June 15-16, 1943) 


» not WHEREAS, its administration and enforcement has Aivctidtitn Goon 
hases ever been characterized by a reasonable attitude and a 
ents, thorough appreciatica of the problems of retailers and | 
epaid financial institutions during wartime; 
NOW, THEREFORE, BE IT RESOLVED, that Includes: 
make the delegates to this Retail Credit Forum gratefully a 
read, acknowledge the considerate attitude and _ unfailing sitions 
| in- courtesy of the members and staff of the Federal Re- ADDRESSES 
ants; serve Board at Washington and the officers and staffs of OPEN FORUM DISCUSSIONS 
the Federal Reserve Banks throughout the nation, and 
gula- express sincere appreciation for their valuable advice and RESOLUTIONS 
ation courteous, intelligent consideration. 
e ac- 
nly $2. y 
that | & KEFAUVER BILL Ce ee ae 
ystem . ’ 
harge WHEREAS, on January 6, 1943, the Honorable Cssiilh tie: inseeii ian ain detain es 
. one Estes Kefauver, a Representative in Congress from the = titel aati wk Ss 
er" State of Tennessee, introduced H.R. 694, a bill to per- re . 
wren mit the garnishment of Federal employees; and sta tinieniias 
aio WHEREAS, the National Retail Credit Association 
ot be sponsored a garnishment bill in the Seventieth Congress 
enaue and in successive convention resolutions has repeatedly 
urged a bill of this nature as part of our economic N A TIO N AL RE T A IL 
system ; 


CREDIT ASSOCIATION 


Shell Building * St. Louis, Mo. 


NOW, THEREFORE, BE IT RESOLVED, that 
the delegates to this Retail Credit Forum endorse the 
principles embodied in H.R. 694 and urge the members 


BRARRARRRARRRRARSRRRRARSRAAARAAAARAAAARAAARARRARAAARAAARRRARAARARSSSEE 
LRRRRASASAARRRRRRRARARAAAAAAAAAARARAAAAARARARAAAAAAARRRAAAASAASS RE 


ought of the National Retail Credit Association and other 
ctical business organizations to give this measure the strongest aaeeeemeemeel Seine 
» bill- possible support, and that the thanks of the delegates to = - 
this Retail Credit Forum be and are hereby extended 
1 the to Representative Kefauver for his efforts in this legisla- * * 
1 get- tion. * 
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Ane Utility Accounts Different? 


C. W. Tobey, Credit Manager, 
The East Ohio Gas Company, Cleveland, Ohio 


comparing utility accounts with most retail ac- 

counts there is a difference, and any utility credit 
man will agree with me when I say that he is often the 
subject of a “ribbing” from members of the credit fra- 
ternity who make statements such as, “you have no col- 
lection problem; if your customers do not pay, all that 
needs to be done is to discontinue service and the account 
will be paid.” The utility credit man hearing these re- 
marks smiles, and wishes it were that simple. ‘The fact is 
that a “nonpayment shut-off” may protect from further 
loss, but it does not always mean that payment will be 
forthcoming. ‘There is a natural reaction to a shut-off 
which is unfavorable to collection, and the account may 
become, through such action, a greater problem. 


§ RE UTILITY ACCOUNTS different? When 


Utilities an Intangible Commodity 

Let us do a bit of analyzing to determine the manner 
in which utility accounts differ from others. In the first 
place the commodity sold is an intangible, to use the mili- 
tary expression it is expendable, and after having been 
metered and used is easily forgotten. It is often difficult 
to convince a customer of the correctness of an account 
for utility service, for reason that there is nothing tan- 
gible to remind him of the purchase made no matter 
how satisfactory the results may have been at the time. 

It is general practice with utilities to read meters once 
a month and bill approximately ten days later with the 
designation of a paying period extending over another 
ten to fifteen days. It is obvious that many things could 
develop in that time which might make collection of the 
account a difficult problem. 

Another difference lies in the manner in which utility 
accounts are opened. The application is decidedly in- 
formal, a simple request for service giving a few essen- 
tial facts, such as name, address and business connection, 
and the account is opened. No signatures are required, 
no guarantee forms to be signed. Many applications are 
made by using one of the utility services—the telephone. 
The customer need not call at the office but merely tele- 
phone the utility and request service. We have what we 
believe to be the last word in telephone service equip- 
ment by means of which the customer may request any 
type of service without the necessity of being transferred 
to any other department, and the bulk of our applica- 
tions are received that way. 

Of course, a utility may request a cash deposit as se- 
curity for a doubtful account; however, these requests 
are few and then only on obvious risk accounts. The 
meter deposit itself, being restricted by law in amount, 
does not insure payment of an account. ‘The same was 
true of the guarantee as formerly used in Cleveland as 
it also had a restrictive clause; namely, fifty days’ sup- 
ply. In Cleveland we abandoned the use of guarantees 
many years ago as they proved unsatisfactory, often caus- 
ing antagonism on the part of the guarantor, in addi- 
tion to the consumer himself. 
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When considering the difference in utility accounts, it 
should be remembered that a utility serves all classes of 
people in all sections of the city; that service is available 
to all making application. In fact, a utility by the very 
nature of its business is required to serve all applicants 
unless a previous indebtedness exists or there is an in- 
ability to furnish a required deposit. In the public util- 
ity business there is no exhaustive interview with the 
prospective customer with the choice of acceptance or 
rejection. Our business is more a community service 
available to any and all making request, and could be 
called a serve-yourself account. ‘The fact that an open 
meter permits a customer to use as much utility service 
as he desires in a thirty-day period makes that same ac- 
count different. 

I do not wish to paint a gloomy picture or to establish 
an alibi for the utility credit man, but merely to point 
out the various ways in which utility accounts may dif- 
fer from others. After all, the credit and collection 
department of a public utility has somewhat the same 
problems as other creditors and they handle them in 
about the same manner. We use all the proven collec- 
tion methods and procedures, and though I have stressed 
the differences between utility accounts and others they 
are not, in the over-all picture, so different. We are 
dealing with some of the same individuals and must 
exercise some of the same collection helps, and, since we 
are without recourse to such things as repossession, we 
must either collect or charge off. Sometimes we wish 
we too might send the van out and pick up our product 
in the manner that the retailer does when payment for 
a davenport or other “hard goods” is not received, but 
we have no way of offsetting charges by credits for re- 
turned merchandise. 

Story of the Tourist 


One way to collect an account is illustrated in the 
story of the tourist visiting the country fair. He stopped 
by a merry-go-round. Presently he noticed a miserable 
looking little man seated on one of the wooden horses. 
But what struck him as strange was that every time the 
machine stopped, the little man made no attempt to get 
off the horse. At length curiosity overcame the tourist, 
and when next the man on the horse stopped opposite 
him he said, “Pardon me, sir, but do you enjoy going 
round and round like this?” The unhappy one grimaced. 
“Not a bit,” he replied. “Then why do you do it?” 
asked the tourist. ‘The man who owns this affair owes 
me five dollars, and this is the only way I can get it 
out of him,” he replied. Of course we do not want to 
ride many merry-go-rounds in order to offset our bad 
accounts; instead we use recognized aid to collection, 
align ourselves with credit associations, meet with fellow 
credit men in interchange groups and use the facilities 
of the local credit bureau. 

Some years ago, before we availed ourselves of the 
full use of the collection division of the credit bureau, 
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it was customary to carefully box up our annual charge- 
off accounts, or rather the files representing them, in 
nice red boxes and place them in our record storage 
department to gather dust and be forgotten. Of course 
we found what was to be expected, that this storage 
plan brought us no dividends—the accounts remaining 
consistently in their original condition, uncollected—so 
we decided to do something about it. 

Much thought was given the matter of placing our 
accounts for collection. We did not wish to jeopardize 
our public relations or make collections at the expense 
of unfavorable reaction; however, after careful study of 
the situation, we did decide to turn over our bad debts 
or P & L items to the Collection Division for recording 
and collection action, and that was when our charge-off 
accounts started to collect dividends instead of dust. 
Our doubts and fears concerning the handling of col- 
lections through the credit bureau were soon set at ease 
for there were no repercussions. 


Collecting Through the Credit Bureau 


Here is how one telephone conversation regarding an 
account placed with the Bureau for collection worked 
out. In this instance the debtor called me and very 
definitely expressed his objection to paying a collection 
agency and stated furthermore he would not pay at all 
if the collection division of the bureau were to receive 
a commission. I was particularly interested in this angle 
and explained to him that placing an account with the 
collection division was not the same as giving it to an 
attorney or a commercial collection agency, but rather 
as if we had a special section of our own office devoted 
to that type of work. When I further explained that 


The Cleveland Retail Credit Men’s Company is a mem- — 


ber-owned organization and that we paid commissions 
as our share of the cost of maintaining the collection 
service, he was entirely satisfied. He paid the bill and 
the collection division received their commission. We 
are enthusiastic about retail collection service and now 
send them all of our accounts after our own efforts have 
failed to bring in payment. A brief résumé of the 
method in which accounts are handled in the Bureau 
office will show why this is advisable. 

Upon receipt of an account for collection, it is immedi- 
ately recorded on the Bureau master card for the debtor, 
or a card is prepared, if none existed previously. Action 
is then started by mail and personal call, the account at 
all times remaining as an entry on the master card ready 
to be brought to the debtor’s attention should he at any 
future time seek credit. It can be readily appreciated 
how this works to the member’s advantage, in that col- 
lection may result at any time should the debtor apply 
for credit. 

It is not uncommon to receive collections years after the 
indebtedness occurs as the Bureau’s records are kept alive 
in the files. In 1942 our bad debt recoveries covered 
the charge-off years of 1928 to 1941 inclusive. Some of 
these payments may have been the result of more pros- 
perous times but a greater portion was received because 
retail credit files never forget. 

In case my enthusiasm for using the collection divi- 
sion’s service has caused you to think we do little or 
nothing to collect our final bills through the facilities 
of our own office, I wish to correct that thought, as we 





Managerial Control Through Internal Audit- 
ing (La Salle Extension University, Chicago, IIl., 60 
pages, 50 cents)—This book, by Victor Z. Brink, Re- 
search Director of the Institute of Internal Auditors and 
Professor of Accountancy at Columbia University, pro- 
vides a general explanation of the activities carried on 
by internal auditing and shows how its services can be 
utilized by corporate management. A valuable con- 
tribution to the literature of accounting. 


a 


Financing Small Corporations in Five Manu- 
facturing Industries, 1926-1936 (National Bureau 
of Economic Research, Inc., 1819 Broadway, New York, 
N. Y., 172 pages, $1.50)—Small business forms the 
backbone of the American system of free private enter- 
prise, and this study is an attempt to describe in general 
terms the manner in which one type of enterprise in this 
section of our economy finances its operations. This 
volume is one of a series of studies in an investigation 
of business financing in the United States, 1900-1940. 
The author, Dr. Charles L. Merwin, prepared this report 
for the National Bureau of Economic Research while on 
leave from the Department of Commerce. Basis for the 
findings was detailed financial data on samples of small 
manufacturers in narrowly defined industries for the 
1926-1936 period. The data were made available from 
the federal income tax returns of about 1,000 corporations 
whose assets in 1926 amounted to less than $250,000 
each. 


We 
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Wartime Problems of State and Local Finance 
(Tax Institute, University of Pennsylvania, Philadelphia, 
277 pages, $2.50)—Even during a war of global propor- 
tions we cannot afford to lose sight of our state and local 
governments for such is the essence of democracy. The 
federal government takes the stage and properly so, but 
the fiscal problems of the other governments must not 
be ignored. Some of these problems are not new and 
their proportions develop sharper under the impact of 
war. At the same time new problems are generated 
which also claim attention. This volume consists of 
seventeen articles by distinguished authorities, and an 
appendix containing the reports of several regional round 
tables sponsored by the Tax Institute. 





do have a well-coordinated collection system by means 
of which all angles of collection are followed up and 
through the use of statements, personal calls and the 
like, we do collect the bulk of our final bills direct. 
However, the old rule still applies that the collectibility 
of an account decreases as the age increases. "Therefore 
we try to place such accounts as resist our efforts, with 
the collection division that they may have the earliest 
possible opportunity to work on them with an expectancy 
of reasonable success. 
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(Open Accounts) (Installment 


1943 1942 1943 


Baltimore, Md." 
Birmingham, Ala 
Boston, Mass.” 
Casper, Wyo. 

Cedar Rapids, la. 
Cincinnati, Ohio 
Cleveland, Ohi« 
Columbus, Ohic 
Davenport, la 
Denver, Golo 

Des Moines, la 
Detroit, Mich 

Grand Rapids, Mich 
Huntington, W. Va 
Kansas City, Mo 
Los Angeles, Calif.” 
Louisville, Ky 

Lynn, Mass 
Milwaukee, Wis 
Mirineapolis, Minn 
New York, N. Y 
Oakland, Calif 
Omaha, Neb 
Pittsburgh, Pa 
Providence, R. I 
Reading, Pa’ 

St. Louis, Mo 

St. Paul, Minn.” 
Salt Lake City, Utah 
San Antonio, Texas 
San Francisco, Calif 
Santa Barbara, Calif 
Sioux City, la 
Springfield, Mass 
Syracuse, N. Y.° 
Toledo, Ohio” 
Tulsa, Okla. * 
Washington, D. ¢ 
Worcester, Mass 
Youngstown, Ohio 
Vancouver, B. C 
Victoria, B. C 














©1943 figures not received at press time 


You will observe that each month the figures for three 
or four cities in our Collection Scoreboard were not re- 
ceived at press time. In fact, in the last issue, eight cities 
were miissing and, we are sorry to say, the information 
was received from these cities only one or two days after 
publication. This is unfortunate, but no doubt could not 
be avoided what with personnel shortages and other war- 
time conditions so evident at this time. In publishing The 
CREDIT WORLD during the time since the war started, 
we have had to make a double effort to meet our publica- 
tion date which is the 5th of the month. Government rules 
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now require that we allow the engraver two days in which 
to make the above plate, while only seven hours were re- 
quired heretofore. This means that we must have the 
figures three or four days earlier than formerly required. 
Conditions beyond our control make it absolutely necessary 
that we insist on the Collection Percentages being sent 
to us by the 25th, otherwise we cannot include the figures. 
We urge the usual splendid cooperation of the Secretaries 
of our Local Units and Credit Bureau Managers in send- 
ing these data to us by the 25th of each month. 
A. H. Hert. 


FORTY-TWO KEY CITIES CONTRIBUTE THESE FIGURES MONTHLY 
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The Barometer 


Despite some labor disturbances in May, employment generally continued at a high level and the 
Barometer advanced slightly to a new war peak. 






























































pun Gay BAROMETER OF BUSINESS ACTIVITY | ge PER CENT 
160 160 
140 a 140 
120 cea 120 
100 1928-30-100 rl | 100 
” LN oH | ” 
60 60 
9g 938 939 940 94 94 9 
This barometer appears in the July issue of “Nation’s Business,’’ published by the United States Chamber of Commerce. 


The Map 


In all parts of the country, business activity is being main- 
tained at peak levels, although conditions vary somewhat more 
widely than usual among different lines of business and in 
different cities. The volume of financial transactions has been 
rising somewhat more than has the output of factories. 

Greatest gains have been reported in the South and along 
the West Coast. The most significant changes recently have 
been the advances in the Middle West and in parts of the 
Southwest. In many communities throughout these regions, 
business is over 30 per cent higher than last year. 

In several cities of New England, business is lagging slightly 
behind the national average. Shipping difficulties and short- 
ages of fuel to supply power for industry have handicapped 
some factories. In many consumer goods lines, such as shoes 
and textiles, labor has been hard to get because workers have . 
been shifting to war industries and to shipyards. 

Throughout the South, business activity has been stimulated 





ment in new munitions plants and war factories has also been 
rising. Higher prices for cotton and fairly good vegetable 
crops have helped maintain income in the agricultural regions. 

Business activity in several parts of the Middle West has 
increased more than the national average, due to higher farm 
prices, especially of livestock. Farm income has risen more 
than 35 per cent during the past year, and larger purchasing 
power has stimulated retail sales throughout rural areas. 

Large shipments of goods abroad, as well as the unusually 
high rate of shipbuilding, have stimulated business in cities 
along both coasts. Much of the aircraft manufacturing ca- 
pacity is also located in these regions, and employment in 
these two major war industries has been steadily increasing. 

In Canada, the most striking improvements continue to be 
made in the industrial regions north of the Great Lakes and 
in the West. Factory output is over 20 per cent higher than 
it was a year ago. 
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INSTALLMENT SHURT CUTS 








E. E. Bogue, Credit Manager, I. Magnin & Co., Oakland, Calif. 


EGULATION W forced many of the strictly 

installment houses into open accounts. It also 

forced many an open account house into con- 
tracts. We were one of the latter. 

Previously our terms had been flexible, depending on 
our customer and the amount of her purchases. Most 
of our large sales were made on a verbal agreement be- 
tween the customer and ourselves, and if a customer 
wished extra time on a fur coat or special outfit she 
made her arrangement with the credit office and these 
items were billed on a separate ledger sheet in our regular 
ledgers. 

With the enactment of Regulation W we knew that 
this procedure would have to be changed; that we must 
have a written contract, and the customer must have a 
copy of this contract. It was decided that our contract 
accounts would be carried separately from our open 
accounts and that each contract sale would be handled 
as a unit with no add-ons. 

We wanted a contract which could be used at first, 


where necessary, for converting open account balances 
to a contract basis as well as for regular contract sales. 
If possible we wanted some type of a remittance receipt 
that would cut down the confusion in posting payments 
to the wrong accounts. However, we did not want to 
add too much office expense to obtain these features. 

The contract illustrated (Figure 2) was our answer 
to this problem. It is a snap-out form with one carbon. 
At one writing we make a five-by-eight-inch original and 
duplicate contract, and six two-by-six-inch remittance 
stubs (Figure 4). Since we had decided to insist on 
monthly payments and not to accept weekly payments, six 
stubs more than take care of all of our contracts except 
furs. On furs we have an additional six stubs in snap- 
out form which may be used when necessary. 

The original is the customer’s copy. It is printed on 
thirteen-pound sulphide paper as are the remittance slips. 
The duplicate contract is for the store. It is printed on 
twenty-eight-pound ledger stock, and by turning it over 
it becomes the ledger sheet for posting (Figure 1). 

The contract may be used 
either for a new sale or for a 
converted account by placing an 
X in the proper boxes at the top 
of the contract. The remittance 
receipts are numbered from one 
to six. By filling in the number 
of payments in the upper right- 
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ILMAGNIN &C0,, oases ene 


Hereby egree } To Convert Charge Account 


ae 


Cc of the Charge Account C 
uy the merchandise described below [ 


}. oF pay the converted amou' 
agrees c 


b 
upon the following terms and conditions 


This agreement covers the purchase of the following Merchandise 


Tural Amount 

Carrying Charge 

Total Time Amount 

Down Payment $ 

Mdse. Allowance $ 

Balance Dy 

ed + day and $ 
hy theres ull amount of this agreement sh 


meer meevatmon , npeid bela the agreement shell 
- y payme s made will not be retunded 








4s 
t 

th day of 
NESS wherect the parties hereto have caused this agreemer be executed this 


I. MAGNIN & CO., 


THIS MONTHLY PAYMENT COUPON BOOK IS FOR YOUR CONVENIENCE 





rate check for this 
When mailing your remittance please make o separate he c . 
eccount and each time enclose the top coupe 


monthly payment 
@) If payment is made at store hindly bring this book with you 


mount of each pevment 
For your protection, record the dete and o 


on the inside of back cover 





Prence netity we promptly ef any change in edérese by correcting the address on the coupon 


Mail With Remitance To | MAGNIN &C0. 
BROADWAY AT 10m | RESON WOE 
@) OAKLAND. CALIFORNIA 


MONTHLY PavMaNT 





GOVERNMENT REGULATIONS NOW REQUIRE THAT MONTHLY PATMENTS BE MADE MONTHLY 
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MONTHLY PAYMENT 


hand corner of the contract you 
duplicate this same information 
on the remittance slip opposite the 
receipt number. At a glance you 
can tell how many payments are 
still due on a contract as each re- 
mittance slip is received. The re- 
smittance slip also carries the cus- 
tomer’s name and address, account 
fi number, due date, and amount of 
© Fi monthly payment. 
a The remittance slips are torn 
aiaiinsiail out after the contract is written, 
weiner and are stapled in a buff card- 
resemune wren, [4  Doard folder (Figures 3 and 5) in 
book form before they are given 
to the customer. ‘They are per- 
forated so that they can be easily 
torn from the folder. The out- 
side of the folder has the store 
name, and on the inside of the 
folder (Figure 3) are printed in- 
structions for use of these slips. 
The inside back of the folder 
(Figure 5) is for the customer’s 
use in keeping track of her pay- 
ments. 
We decided that we would 
work our contract accounts three 
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times a month. Instead of putting a separate tab on ASSSSSSS5S5S5S5SS555 58x 

each ledger for the due date we had three triangles 

printed at the top of the contract (Figure 1), and by 
a cutting out the two not needed we have a three-position Y ) lJ R M FM R F R § } |p 

tickler system with the tab sticking up in the groove. In 

working through any ten-day period you pick up the 

card not cut out. Our contract accounts are alpha- Entitles You To: 
ances betically filed in a metal drawer file on wheels so that _ ‘ 
sales. it can be easily worked anywhere in the office. * Aneta cd } pn ang —_ 
ceipt The contract can be either in longhand or typed, and _ bien — saaall vedi a zs. 1 d a 
nents he ledger posting can be either machine or longhand. ee 

the ledger p g a partments such as The Collection Score- 
nt to The remittance stubs have been used by more than 75 board, Credit Department Letters, Cur- 
es. per cent of our customers. So far we have found this rent Business Conditions, The Credit 
iswer contract a very satisfactory and flexible method of taking Clinic, Barometer of Retail Business, 
rbon. care of what could be a costly and complicated procedure. For the Smaller Businessman, etc. 
| and * RESEARCH DIVISION—Fact-find- 
tance ing studies of vital credit problems. 
t on “After the War” Credit sales and collection statistics, 
$, Six published monthly in The Crepir Wor p. 
xcept z (Beginning on page 15) @mE Confidential studies, covered by special 
snap- nd =) ; bulletins. Personalized assistance and 

ave been eliminated from the large and medium groups advice to any member, without charge, 
ae just about as rapidly as from the small business group. on any retail credit problem. 

: All retailers are wondering just which ones now in * EDUCATIONAL COURSES—Local 
slips. business will survive this weeding-out process. Individ- Credit Schools under the direction of 
d on ual cases will prove exceptions but there is one general the N.R.C.A. Extension courses in 
aicias rule that won’t miss it very far. We are in a total war, Retail Credit Fundamentals and 

although many of us do not seem to realize it. Expan- Streamlined Letters with Certificate of 
used sion and transformation on an almost inconceivable scale Proficiency for successful completion. ; 
or a has been necessary and will be necessary while the war * GOVERNMENT COOPERATION— 
yg an lasts. No human mind, or group of minds, can direct the Through the Federal Reserve Board in 
» top expansion of our armed forces from 158,000 to more than connection with Regulation W...and 
‘ance 5,000,000 in a single year without making many costly the Retail Credit Surveys conducted 
one mistakes. The same is true of the transformation of in- — “" peste and wo" 
mber dustry from a peacetime to a wartime basis. Further, pre a a ’ 
ight- this country became great and truly free because of our - * LEGISLATION—Unified action, 
you peculiar system of politics, with its system of checks and state end uations. teeesh cos Wak 
ation balances. Apathy and inertia on the part of the voters ington Representative and Legislative 
» the permit politicians apparently to get a death grip on the Committee for the promotion of bene- 
you nation and its political subdivisions, but our history ficial legislation for the consumer- 
te shows that the public takes just so much of this meekly, eredit granter. 
ss. and then shrugs it off with a mighty heave. Unfortu- * NATIONAL COOPERATION—wNa- 
an nately, we have politics in this present war, from the tion-wide interchange of information 
on. top to the bottom and back again. Probably this can- through The Crepir WorL”p and The 
meee not be avoided in the great undertaking before us. NATIONAL Reta Crepit Review to pro- 
er It is not suggested that the public or the retailer ac- tect the interests of credit granters in 
cept the mistakes and the politics meekly. Cuss, shout, matters affecting the business welfare 
complain and argue whenever mistakes or politics show of the community and the public good, 
ental up; it does a lot of good, and our leaders listen intently - to curb undesirable credit prac- 
ony to such expressions. BUT — jump right into this ee * Leeat, COOPERATION Regular 
) in current that is carrying us on to our destiny and while meetings of National Units where the 
sa you are shouting and complaining keep right on swim- merchant, the banker and the profes- 
ming with the current and doing everything you can to sional man may discuss local credit 
ae keep the channel free and the current moving. Don’t problems and exchange ideas. 
= make the mistake of turning around and going against *« CONVENTIONS—State, District, 
: the current, merely because mistakes and politics are dis- , and National annual Conferences and 
-* tasteful to you. eredit sales forums. 
| in- All for Only $5.00 a Year! 
lips. 
a New Manual on SKIP TRACING NATIONAL RETAIL 
1er’s Every Credit Department employee should be familiar CREDI T ASSOCIATION 
pay- with skip tracing procedure. This course 
psocrgs ah ‘Gn your copy now. 4 00 Shell Building . St. Louis, Mo. 
ould M. MYE . oO. SANTA MONICA, CALIF. 
lene A i oto ie LESSSSSSSSSSSSSSSSSY, 


CREDIT WORLD 
JuLy, 1943 23 




















New York Credit Men’s Association Elect 

Nash S. Eldridge, Assistant Treasurer and a Director 
of J. P. Stevens & Co. Inc., New York City, was 
elected President of the New York Credit Men’s Asso- 
ciation at the annual meeting of the Association on 
May 20. Mr. Eldridge succeeds Harry J. Delaney, 
Vice-President of Meinhard, Greeff & Co. Inc. 


E. L. Witt Promoted 
E. L. Witt, Credit Manager, Purcell’s Inc., Jackson- 
ville, Fla., has been promoted to Manager and Secretary 
of the corporation. He has been succeeded as Credit 
Manager by Earl W. Strickland who was employed by 
the Retail Credit Men’s Association of Jacksonville for 
the past five years. 


M. B. Silverson Changes Position 
M. B. Silverson, formerly Credit Manager of Oak 
Hall Clothing Company, Memphis, Tenn., is now Assist- 
ant Manager of Darden-Smith Jewelry Co., Memphis. 





Address Your Mail by Zone—Please! 

When addressing mail to the National Office the zone 
number (3) should be placed after our street address, 
according to a recent request of the United States Post 
Office Department. For instance: National Retail 
Credit Association, 1221 Locust Street, St. Louis 3, 
Mo. Cooperation in this regard will insure prompt 
delivery of all mail. 





Positions Wanted 














Wanted ta Buy 


Steel file for 3” x 5” cards, double drawers preferred. 
Triple Cities Credit Bureau, Binghamton, N. Y. 


EXPERIENCED CREDIT BUREAU MANAGER: Will be 
open for position September 1. First class references will 
be furnished. Address Box 71, Crepir Wor -p. 


Crepir MANAGER: Female, single, age 35. Fifteen 
years’ experience. Enjoys collection work. Prefers West 
Coast. Will furnish references. Address Box 72, 
Crepir Wor _p. 


Yeargan Heads Texas Furniture Association 
J. O. Yeargan, Manager of Fakes & Company, Dal- 
las, Texas, was elected President of the Retail Furniture 
Association of Texas at their annual convention 





Twin-Mix Annual Meeting 


Wildes and C. E. Youngquist (seated). 








The annual ‘’Twin-Mix,” which is a joint dinner meeting 
of the Minneapolis and St. Paul Retail Credit Associations, 
was held at Minneapolis on May 4, with an attendance of 
over 275, 70 of whom were from St. Paul. Mr. L. S. Crowder, 
who addressed the group, is shown in the picture above, second 
from left, conferring with officers of the Minneapolis Unit. 
Others in the photo from left to right are: J. L. Allan, C. A. 


held April 13-14 in Houston. 





Daniel D. Grumley 


Daniel D. Grumley, former Credit Manager 
of Lord & Taylor, New York, was instantly 
killed in an automobile accident in New Jersey, 
on May 10. His wife was also killed in the 
same accident.. Mr. Grumley was for years a 
director of the Associated Retail Credit Men of 
New York City. 





John Albright in New -Assignment 

John Albright, Chief Statistician for Busi- 
ness, Bureau of the Census, Department of Com- 
merce, has been selected to serve in the Re- 
search and Statistics Unit of the War Shipping 
Administration. He will be succeeded by Mr. 
W. A. Ruff, a staff member of the Business 


Division for many years. 


New N.R.C.A. Officers 

Jos. A. White, Harris Stores Co., Pittsburgh, 
was elected President of the National Retail 
Credit Association at a meeting of the Directors 
in St. Louis, June 14. J. H. Riggs, Florida Na- 
tional Bank, Jacksonville, was elevated to First 
Vice-President, and E. E. Paddon, Lammert 
Furniture Co., St. Louis, elected Second Vice- 
President. 
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Memphis, Tennessee 


At their annual meeting, Maurice B. Silverson, Assist- 
ant Manager, Darden-Smith Jewelry Co., Memphis, was 
elected President of the Memphis Retail Credit Associa- 
tion, a post he held for 1938-1940. Other officers elected 
were: First Vice-President, J. L. Glanker, John Gerber 
Co.; and Second Vice-President, Mrs. Laura Maddox, 
Julius Goodman & Son. Directors: Mrs. Agnes Davis, 
Hanson Engraving Co.; H. G. Orndorff, B. Lowenstein 
& Bros.; A. B. Hugo, Forest Hill Dairy; L. R. Mc- 
Ewen, Bry Block Mercantile Corp.; H. C. Stroupe, 
Memphis Light, Gas and Water Division; Stuart Cole- 
man, Manhattan Bank Building; Manuel Cohn, Landres 
Co.; L. M. Hall, Memphis Trust Co.; M. P. Hood, 
Mulford jewelry Co.; and J. B. Rawlings, Union 
Planters National Bank & Trust Co. 


Minneapolis, Minnesota 


At the recent annual meeting of the Retail Credit 
Association of Minneapolis, the following officers and 
directors were elected for the ensuing year: President, 
C. E. Youngquist, Mitby & Sather Co.; Vice-President, 
J. A. Allan, Juster Bros.; Secretary, C. A. Wildes, 
Retail Credit Association; and Treasurer, Miss Carrie 
Price, Waldron, Inc. Directors: B. F. Collins, Warner 
Hdwe. Co.; Pearl M. Evans, Napier’s Booteric; M. A. 
Larson, Leader, Inc.; H. P. Meder, N. W. Natl. Bank 
& Trust Co.; R. J. Mularkey, J. B. Hudson Co.; R. B. 
Page, Allied Bldg. Credits Inc.; H. W. Rugg, Minne- 


apolis General Elec. Co.; K. V. Steenson, Midwest Oil . 


Co. and D. W. Vinlove, Sears, Roebuck & Co. 


Detroit, Michigan 


At the annual meeting of the Retail Credit Associa- 
tion of Detroit, the following officers and directors were 
elected for the ensuing year: President, Thomas G. 
Black, The Rayl Co.; First Vice-President, Albert A. 
Beste, Koenig Coal & Supply Co.; and Second Vice- 
President, W. D. Brewer, City Finance Co. Directors: 
Arthur Mansell, J. L. Hudson Co.; J. H. McDonald, 
Crowley, Milner Co.; James Regan, Himelhochs; J. J. 
Schick, Crowley, Milner Co.; C. C. Van Wagnor, 
Montgomery Ward; R. V. Chaffee, Ernst Kern Co.; 
W. L. Brodie, Russek’s; A. McConnell, People’s Out- 
fitting Co.; and Max W. Cole, J. L. Hudson Co. 


Kansas City, Missouri 


At a meeting of the Retail Credit Association of 
Kansas City, on May 7, the following officers and 
directors were elected: President, Al Hammond, Con- 
tinental Oil Co.; First Vice-President, C. B. Walter, 
Duff & Repp Furn. Co.; Second Vice-President, E. C. 
Hogueland, Harzfeld’s; and Secretary-Treasurer, A. L. 
Dye, Merchants Assn. Credit Bureau. Directors: O. 
R. Allison, Kansas City Power & Light Co.; R. O. 
Casemore, Missouri Valley Finance Co.; Olga Devine, 
Robert Keith Furniture Co.; A. A. Everett, Country 
Club Dairy Co.; and Thomas W. Hutchason, Commerce 
Trust Co. 
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Sales and Collection Trends 
May, 1943, vs. May, 1942 


Compiled by Research Division, National Retail 
Credit Association 


Arthur H. Hert, Research Director 


REDIT SALES decreased 3.8 per cent during 
May; total sales increased 27.6 per cent; and col- 
lections increased 12.0 per cent in the United 
States and Canada, as compared with May, 1942. Flood 
conditions in the Middle West affected retail business 
during the month. Heavy consumer buying, reflecting 
peak employment and high farm income, caused further 
improvement in total sales. The decrease in credit sales 
was not quite as great as in April, 1943. 
Highlights of the monthly analysis are shown in the 
tables below: 
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Highlights for May 


38 Cities reporting. 
11,642 Retail stores represented. 


COLLECTIONS 


35 Cities reported increases. 
12.0% Was the average increases for all cities. 
29.0% Was the greatest increase (Whittier, Calif.) 
3 Cities reported decreases. 
5.0% ba: the greatest decrease (Fort Smith, 
rk.). 


CREDIT SALES 


31 Cities reported decreases. 
3.8% Was the average decrease for all cities. 


20.0% Was the greatest decrease (Fort Smith, 
Ark.). 
1 City reported no change (Cheyenne, Wyo.). 
6 Cities reported increases. 
23.0% Was the greatest increase (Cedar Rapids, 
Ta.). 
TOTAL SALES 


36 Cities reported increases. 
27.6% Was the average increase for all cities. 
56.6% Was the greatest increase (Waco, Texas). 
2 Cities reported decreases. ‘ 


10.0% Was the greatest decrease (Fort Smith, 
Ark.). 


RN NN NN NN NN NN NN NS 


CREDIT WORLD 
JuLy, 1943 25 














J. Gordon Dahins 








Grocer Streamlines Operations to Meet Wartime Needs 


“The installation of a self-service plan in a grocery 
store definitely affects charge volume,” says Ray Lick- 
lider, owner of the busy Wydown Market located in 
Clayton, Missouri, an exclusive suburb of St. Louis. 
“But,” he continues, “while credit sales decline, it has 
been my experience that cash business improves at a much 
greater rate, with this result—that total volume is sub- 
stantially increased after the change-over.” 

For 14 years prior to November, 1942, the Wydown 
Market was operated on a credit and service basis with 
delivery playing an important part in the service of- 
fered. During this period, credit sales accounted for 
85 per cent of the annual business. 

But with wartime came many new problems, not the 
least of which was the difficulty in securing competent 
help for the sales and delivery departments. To meet 
this situation, therefore, Licklider decided last Novem- 
ber to switch over to the self-service plan. The entire 
store was rearranged, island counters were installed, a 
check-out system was introduced, and deliveries were 
suspended “for the duration.” The credit system was 
retained but it was modified to fit in with this new 
set-up. 

Self-service Proves Worthwhile 


Licklider expected to lose a third of his sales volume 
as a result of the change,. but instead, he reports that 
sales for the first four months of 1943 are $9,000 ahead 
of sales for the same period last year. In addition, his 
overhead has been cut down $1,100 a month; and in- 
stead of using 20 employees as he did prior to Novem- 
ber, 1942, he now finds that a staff of nine is sufficient 
to handle the increased business. 

This added volume, however, he explains, has not 
come from credit sales. In fact, the percentage of busi- 
ness transacted on credit has been reduced and now 
amounts to only 50 per cent of his total volume. It is 
cash business which has accounted for the steady in- 
crease in sales. 

This grocer admits that some of his credit customers 
have left him as a result of the change-over, but he has 
found that most of his patrons prefer the self-service 
plan. “Moreover,” he points out, “those who left us 
were soon replaced by new cash customers who tell us 
that our streamlined set-up is just what they want.” 

Credit is granted and controlled in this attractive 
store by means of a simple but effective system. All 
charge accounts are opened only after an application is 
taken from the customer and checked through the Credit 
Bureau. Because the store is located in an exclusive 
neighborhood, most of Licklider’s customers have proved 
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to be first-class credit risks. Consequently, he makes 
a practice of declining all borderline accounts. 

To each of his 250 charge customers is assigned a 
sales book with the customer’s name and address writ- 
ten on the cover. These sales books are used as ac- 
count ledgers and are filed alphabetically in the office. 
However, sales checks are used only for telephone or- 
ders; they are not used for transactions arising from a 
customer’s personal call at the store. In this case, the 
duplicate cash register slip is employed as a posting 
medium. 

Charge customers are permitted to telephone their 
orders for groceries and meats (which they later call 
for and pick up at the store), or they may visit the 
store and make their own selections. 

Orders which are telephoned in are written up on 
duplicate sales checks in the ledger sales book. ‘The 
order clerk lists on the sales check the date, description 
of items, and the point value of all rationed goods. In 
addition, the old balance is brought forward to the top 
of the sales check and a new total obtained by adding 
the purchases to the amount brought forward. (See left- 
hand form on next page.) The original is then used 
in assembling the order and is handed to the customer 
when she calls to pick up her order. The carbon copy 
remains in the sales book as part of the ledger. 

If, instead of ordering by telephone, the customer 
calls and makes her own selections in the store, her pur- 
chases are checked out just the same as in the case of 
cash sales, but a duplicate tape is secured from the cash 
register. This tape does not describe the purchases, but 
lists only the amounts of the individual items with the 
total. The customer receives the duplicate cash register 
tape with her purchases, and the original is retained as a 
posting medium after the customer’s name has been writ- 
ten on it. These cash register slips are then placed in 
proper date order in the customer’s ledger sales book and 
the amount of the purchase is added to the previous 
balance to obtain the amount owing. Then, to make sure 
that totals on both sales checks and cash register slips are 
correct, they are checked daily on an adding machine. 

Charge customers receive their monthly statements 
around the first of each month. These statements are 
not itemized, but are in skeleton form, listing only the 
date, total amount of purchases for each day, together 
with any amount brought forward from the previous 
month. To this total is added the Missouri sales tax 
(2 per cent) resulting in a figure which represents the 
amount the customer has to pay. (See right-hand form 
on opposite page.) 
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The work of preparing monthly statements is done at 
the end of the month so that they will reach customers 
by the first of the month following. The introduction 
of point rationing, however, delayed the Wydown Mar- 
ket in getting out statements at the end of April. It 
seems that many customers—new to point rationing— 
saved their red and blue points until the last two days 
of the month. As a result, the store was so busy han- 
dling this month-end rush that it was not until the fifth 
of May that bills reached the customers. 


Collections 

Collections have never been a problem at the Wydown 
Market, ~~ Licklider. His credit losses have always 
been under 49 of | per cent in all the years he has been 
in business, and he expects that this percentage will be 
even less when the end of 1943 rolls around. 

All charge accounts are due and payable by the tenth 
of the month following purchase, and the majority of 
patrons abide by these terms. Indeed, there are few 
“slow pays” on the books of the Wydown Market, and 
in relatively few instances is it necessary to remind a 
customer that her account is past due. 

In such cases, the telephone is the only collection 
medium employed, and it is rare, according to Licklider, 
that a polite request for payment over the telephone 
fails to secure a satisfactory response. No form notices 
or collection letters are used, nor has this grocer ever 
had to pay a personal visit to a customer’s home to secure 
payment of a past-due bill. 

This inviting store is housed in a two-story brick 
structure located in one of the business sections of the 
city. The store itself is 40 feet by 65 feet in size with 
large windows extending along its entire frontage. It 
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CAbany 7720 


is well lighted with 16 large electric fixtures suspended 
from the ceiling, and the floor is covered with heavy 
linoleum. 

There are five rows of island counters with wide 
aisles which permit traffic to flow freely, and the meat 
department is on one side with the food neatly dis- 
played in refrigerated counters. A public address sys- 
tem is used by means of which orders can be relayed 
quickly from the order telephones to all departments. 
And on the back wall of the store is an eye-catching sign 
which announces, ‘For Service, call Cabany 7720.” 





Shoe Customer Courtesy Card 


I. Miller & Sons report a good customer response fol- 
lowing the distribution of courtesy cards to their cus- 
tomers through their retail stores. ‘The cards, which are 
about the same size as an oil company credit card, have 
a place for the customer’s signature, above which is 
printed, 

CusToOMER CourTESy CARD 

“This card will identify you as an I. Miller customer. 
Please bring it, together with your Ration Book, when 
purchasing shoes so that we may keep a record of all 
purchases made.” 

Courtesy cards were sent to customers of the firm’s 
stores along with a letter which pointed out that “There 
is no need for haste in using your ration coupon. We 
intend to see to it that our own customers are taken care 
of. We are making every effort to control the distribu- 
tion of our shoes fairly, and the enclosed card is sent to 
you to identify you as an I. Miller customer and to as- 
sure you that you will receive the courtesy and considera- 
tion you deserve as a valued I. Miller customer.” 


STATEMENT ‘ 


WYDOWN MARKET 
GROCERIES, MEATS, FRUITS AND VEGETABLES 


QUALITY and SERVICE 


7622 WYDOWN BLVD. CLAYTON, MO. 


Corner of Forest Court 
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a time, is something that I hesitate to express an opinion 
on, because there are many influences which will have to 
be taken into consideration when the war is over, which 
will be the determining factors as to whether this will be 
done or not. The degree of business and industrial ac- 
tivity will be the key to the answer of this question. If 
industrial activity continues at a high level, in the period 
of readjustment, when industry is gearing itself to a 
production for peace, rather than to a production for 
war, and demand is outrunning the production of con- 
sumer goods, there is no question but that the restriction 
of credit will be maintained, as a means of offsetting, 
or at least moderating, inflation. 


Restrictions on Extension of Credit 

On the other hand, if demand falls off excessively, 
due to the fact that the Government will not be spend- 
ing the billions that it is now spending for war, and the 
peacetime demand does not immediately increase, which 
might cause a depression (at least temporarily), then I 
believe that the restrictions on the extension of credit 
will be lifted. J would dislike to see terms liberalized 
to the extent of the prewar era. I fully appreciate the 
difficulty of procuring a unified policy in all parts of the 
country, in all cities, because some credit men and some 
business managements do not realize that excessive lib- 
erality in the extension of terms is not sound. On the 
other hand, while Government regulation might facili- 
tate this situation for all of you, regimentation by Gov- 
ernment as contrasted with free enterprise might prove 
to be dangerous, as encouraging a trend in that direction. 
This is a subject which should by all means receive 
serious consideration in your councils, if credit regulation 
is not to be entirely discarded in the postwar era. In 
Hot Springs, in 1936, speaking to your group, I sounded 
a warning about the ‘existing trend at that time, express- 
ing the conviction that excessively-liberalized terms were 
permitting wage earners to hypothecate their earnings 
too far in advance. However, this trend was then en- 
couraged by Government, which wanted to develop 
purchasing power, because of the depression we were 
still living through, and so I believe my viewpoint was 
just a voice in the wilderness. This confirms my previ- 
ous statement that credit extension, in so far as its tech- 
nique is concerned, is invariably tied in with the exist- 
ing economic picture. 

Because the world is going through one of the great 
economic evolutions and revolutions of all history, which, 
at base, is responsible for the present world catastrophe, 
there are so many conflicting forces, that any man who 
tries to prognosticate, in too specific terms, what may 
happen in the future, is not a wise man. It is much 
better for those who are on the verge of making proph- 
ecies to remember the wisdom of the words of Socrates, 
who, as an old man, made the statement, “There is 
one thing in life that I have learned, and that is that I 
know nothing.” 

When this conflict comes to an end, I do not hesitate 
to make the statement, at least, that the restriction placed 
upon the utilization of credit today by the Federal Gov- 
ernment, and the purchasing of billions of dollars of 
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War Savings Bonds by our citizens, at a time when the 
earnings of the people are large, will certainly serve as a 
cushion to any dislocation which may then occur, by 
storing up purchasing power. ‘This result of the pres- 
ent Federal credit restriction further justifies it. Credit 
men will do well to maintain the good will of their 
credit customers, so that the houses which they represent 
may capitalize upon this unused purchasing power when- 
ever it may be released and put to use. There are many 
ingenious ways that this can be done, rather than just 
to hide behind the ““W” regulations of the Government, 
and assume that Uncle Sam is now the credit man and 
you are just his agent. 

Nevertheless, I do not see how industrial production 
and, therefore, consumer demand can be maintained at 
present levels, when the Government of the United States 
is spending, during the present twelve-month period, over 
one hundred and twenty-five billion dollars; a staggering 
figure that beggars understanding; a greater expenditure 
than the Federal Government made in 150 years since 
the Declaration of Independence. I make this further 
statement fully cognizant that not only is there being 
accumulated a large demand for those consumer wants 
which cannot be satisfied now, but, moreover, that after 
the war, just as this country today is the arsenal of de- 
mocracy for the implements of war, then it will be the 
source of the products of peace throughout the entire 
— Enjoying Saner Prosperity 

However, we can still enjoy a saner prosperity, even 
though industrial production and business demand are 
at a lower level. How much lower production and de- 
mand can go, without losing so-called prosperity, or how 
much lower they may go, is something I do not know. 
I do feel, in any event, that we do not have to antici- 
pate that a situation such as was experienced during the 
early ’30s will again occur. The people of the world 
would not tolerate a dislocation which would throw mil- 
lions out of work and force them to sell apples on street 
corners. Our sons who are risking their lives throughout 
the world today, while we sit at home in great comfort, 
even though our coffee, sugar, tires and gasoline may be 
rationed, will rightfully demand that when their job is 
done, business leaders will display enough ingenuity to 
keep the wheels of industry rolling—if not through nor- 
mal means, then by artificial means, even though artificial 
stimulus is always very dangerous. Furthermore, a lot 
has been learned about credit as a result of our unfortu- 
nate experience in the depression of the 1930s, and bank- 
ers, business and industrial leaders understand that credit 
extension based on inflated values can only result in 
bankruptcy. This knowledge is preventing unsound ex- 
pansion and a subsequent crushing overhead which could 
not be profitably shouldered. 

Industry is reducing its debt out of profits, instead of 
increasing its debt, as was done in the boom of the 
1920s, on the assumption that prosperity is endless and 
that there is no ceiling to business expansion. As a result 
of this sound credit philosophy, business and industry 
will enter the postwar era in a stronger financial posi- 
tion than was ever the case in the history of American 
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business. The individual, also, will be much better off, 
not only because of forced savings, but as a result of 
SEC regulations and otherwisé governmental controls, 
which are preventing him from speculating or buying on 
margin, as he did in former boom periods, thereby dis- 
sipating what he had accumulated “by the sweat of his 
brow.” 

I have stated that the people in this social transition 
would not tolerate a serious depression. I might also 
add that the Federal Government could not permit one 
to develop, for, under such conditions, the Government 
could not service its debt, which may reach the tre- 
mendous proportions of anywhere from two to three hun- 
dred billion dollars, depending upon how long the war 
lasts and how much money this Government must spend 
in order to help reconstruct Europe, in order to prevent 
revolution throughout the world from spreading to seri- 
ous proportions. If this debt is to be serviced, it can 
only be serviced from taxes, levied upon the profits of 
industry, or through artificially-induced inflation. I am 
satisfied that our Administration, and any subsequent 
Administration that may be in power, will fully recog- 
nize that if this latter approach to the problem were 
utilized, it would be a great catastrophe, and the surest 
way to destroy the capitalistic system. 

As an outgrowth of all great world conflicts, when 
the technical, scientific, and engineering brains of the 
world are busy developing new implements of destruc- 
tion, progress is inevitable. Many things learned through 
this application of the best brains of the world, for the 
purpose of destroying our common enemies, when the 
last shot is fired and peace again reigns over the earth, 
will then be utilized to produce things that people want 
in a peaceful world, so that the lot of mankind may be 


improved. Demand for products of industry will in- . 


crease, and will serve as a stimulation to business, to 
balance the demand for the implements of war. This 
is another aspect of our postwar economy which justifies 
us to have confidence in the future. The large indus- 
trialists, however, have indicated that we cannot expect 
this evolution to commence overnight. 


Looking Into the Future 
Looking to the future, it is my hope that the spiritual 
development which always increases in periods of sacri- 
fice will maintain after the war is over. Surely we 
should have learned by now that there can be no con- 
tentment if our thoughts are solely of materialistic am- 
bitions. Character and integrity are the best insurance 
for permanent progress. Long years ago, Plato said, 
“The due reward of an idle beast fattened in sloth, is, 
as a rule, to fall a prey to another beast—one of those 
which are worn to skin and bone through toil hardily 
endured.” He might have said that any structure that 
is not built on a sound foundation will fall of its own 
weight, and no foundation is strong in which substan- 
tiality and confidence are lacking. Your sons and mine 
have been taken from their firesides; they do not know 
tonight where they will be tomorrow. We are under a 
great obligation to them, an obligation which, this time, 
we must not fail to fulfill. J know you share with me 
the fervent hope that before so very long, these boys 
whom we all love so much will again be with us, so that 
together we may build a greater America, and justify 
the hope of Humanity in a free people. 


HELP... 


Your National Grow 


Secure a New Member Today! 








By obtaining one new National member you 
will not only receive a beautiful Credit Plaque, 
size 12” x 15”, to be framed and hung in your 
Credit Office (illustrated and described on page 
30, December, 1942 Credit World), but you will 
also play a vital part in strengthening an al- 
ready great Organization. Three new members 
qualifies you for membership in the ‘‘25,000 
Club’’ and entitles you to a sterling silver and 
enameled lapel button or pin. For sending in 
four new members you will receive a copy of 
the book ‘‘Retail Credit Fundamentals’’ or 
‘*Streamlined Letters.’’ 
(N. B. If you lwe in a city having a Local Unit, be 
sure to submit the name of the applicant to the Seore- 
tary of your Local Retail Credit Men’s Association for 
his approval.) 
Use the application blank below to send in the 
name of a new member, and do your part in 
BUILDING THE NATIONAL RETAIL CREDIT 
ASSOCIATION FOR THE FUTURE! 


Re 


Membership Blank 


National Retail Credit Association 
Shell Building, St. Louis, Mo. 


I hereby apply for one year’s membership in your 
Association, subject to acceptance by you and by 
your recognized unit in this locality. I enclose $5.00 
which I understand entitles me to all the privileges 
of membership, including a year’s subscription to 
“The Credit World.” 
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writing. Services may, however, be rendered to one party 
at the request of another, and through keeping records and 
rendering the account in the name of the one to whom you 
expect to look for payment, the question of a written promise 
to pay doesenot arise. It is well to keep in mind that minors 
have no implied authority to bind their parents, even for 
medical and dental necessities, and the authorization, prefera- 
bly from the father, should be obtained. 


3. Get complete address in all details. Another war im- 
pact on credits has been not only the greatest migration of 
people in our history, but shifts of millions into entirely dif- 
ferent occupations. Fortunately the migrants generally have 
gotten work and paid quite well, although the job of tracing 
their whereabouts hasn’t been as easy as following tracer 
bullets. One also doesn’t have to have credit religion to realize 
what a “transmigration of souls” there will be after the war, 
which won’t wind up in any paradise, at least for the dentist, 
unless his accounts are fairly well paid. We are beginning to 
realize another war phenomenon is a boom and depression 
going on at the same time. 


4. Find out where employed and how long. 
5. Ask him if he owns his house or rents. 
6. Number of dependents. 

7. References. 

8. Have your credit bureau check references. 


9. Do not be hasty in granting or refusing credit whether 
the report is favorable or otherwise. If you do not care to 
grant credit to the patient because of the information you 
received, explain this by telling him that his credit record 
does not appear to be satistactory and advise him to call at 
the credit bureau and adjust the matter. Above all things do 
not antagonize him by telling him his credit is no good. 


Handling the Doubtful Account 

I have known of a few cases where an unfavorable 
report, brought to the attention of the patient, has had a 
strong influence in making a better credit risk in the 
future, 

The third factor is the ability to look your new patient 
over and size him up correctly. I am always suspicious 
of the fellow who gets hostile if you suggest investigating 
his credit record or the one who is just getting your 
prices; or the fellow who doesn’t especially want credit 
but says “just make a ticket of it and I will see you 
Saturday”; and last but not least, the one who takes 
plenty of your time telling you what he thinks of your 
competitor and how he was mistreated by him. On the 
other side you find the credit gambler who thinks he is 
better, faster, smarter, or more persuasive than his fellow 
practitioner. 

The fourth factor is the injustice we do our fellow man 
by extending him credit with a past-due record. You 
only add an unprofitable patient to your books; you make 
it harder for your fellow member to collect from him; 
and you simply place another heavy load on the debtor’s 
shoulders when he cannot pay what he has already con- 
tracted. If you have to do work for this type, put a 
limit on the amount you will carry. This surely will 
prevent unpleasantness later. 

The fifth factor is accuracy. Poor records cause more 
trouble than anything else in credit business. This often 
loses money and the patient too. We are very careful 
to credit money paid on account and give the patient 
a receipt keeping a duplicate in book form. 

The sixth factor is sending of statesments, and collec- 
tion follow-up. These should be mailed regularly the 
first of the month. We inclose the federal regulation 
of credit on open accounts as furnished by our local 
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credit association with each statement. People expect 
these things now, so why not take advantage of it? It 
would be too drastic a departure from the usual practice 
of professional men to send a second statement or form 
notice within ten days after the first statement, and 
further form requests increasingly insistent at ten-day 
intervals thereafter. On the first of the next month 
following, the second statement with special request is 
sent. If another month passes with no attention, the 
account is beginning to depreciate in value and raises a 
bar against further services being rendered the patient. 

Further steps should be governed by the duration and 
continuity of service, the size of the account, and knowl- 
edge of the patient’s financial circumstances. There are 
both new and old patients in good circumstances with 
large and small accounts. What constitutes a small 
account is a matter of individual opinion and practice, 
but for my own purpose those of $10.00 and over are 
considered large and those under this amount small. 

After the third month, I try to study the individual 
case and approach it from some angle that will reach a 
responsive cord. These failing, I again turn to our credit 
bureau for a report to help me arrive at a decision as 
to what steps should be taken in a final effort to collect 
the account. These will not only include earning ca- 
pacity and dependents, but in the majority of cases a 
definite summary of what the patient is purchasing 
around the city and how these obligations are being met. 
If it is shown, for example, he is paying his retail ac- 
counts, including radio payments, etc., there would 
appear to be no question that he should be able to pay 
something on his professional account. I will certainly 
try to force collection on this type of account. 

Credit granters classify difficult accounts in three 
divisions—first, charity or individuals who can’t pay; 
second, the deadbeat or double-crosser who can pay but 
won’t unless forced; and third, the improvident who 
overbuys and unless forced never gets around to paying 
the doctor. 

After viewing all these factors, it is no small wonder 
that a man was asked what was meant by the expression 
“$5.00 per.” He said it depended upon the person 
to whom it referred. If it was a preacher, it probably 
meant $5.00 per sermon, if a lawyer $5.00 per hour, if 
a doctor, $5.00 per—haps. 


A New Significance in Dental Economics 

This economic side of dentistry has taken on added 
significance for those of us under 38 years of age and 
may appeal to those up to 45 years before six months 
have passed. We realize that soon on 15 to 30 days’ 
notice we will have to close our offices and have a lot of 
open accounts. How many of these do you think you 
will collect? Why not get these accounts on a budget 
basis? You have the strongest talking point on your 
side—use it. 

When my status became evident, I sent a form letter 
to all old accounts stating the facts. I was amazed at 
the response and I even collected some five-year-old 
accounts. I am still getting results. 
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NATIONAL APPROVED 
Charge Account 
CONVERSION AGREEMENT 








A NEW FORM OFFERED CREDIT GRANTERS 
to enable them to comply fully with Regulation 
W. Meets all requirements of Section 5 (d) of the 
regulation. 


For use when converting charge accounts to an 
instalment basis... both before and after de- 
fault...and with or without a Statement of 
Necessity. Of value whether a down payment 


is collected or not... whether a carrying charge 
is added or not... whether the charge account 
is reinstated or not. 


A simple, easily understood form—yet, com- 
plete, easy to fill in and the right size (4’’ x 6’’) 
for filing. Blocked in pads of 100 for convenience 
in making copie. 
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$2.00 for 1000 
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NATIONAL RETAIL CREDIT ASSOCIATION 
SHELL BUILDING ST. LOUIS, MO- 
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A MESSAGE 
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It IS A MOMENTOUS, important 
and serious occasion in the life of 
any person to be selected for the 
leadership of the National Retail 
Credit Association—the largest na- 
tional body of retail credit grant- 
ers on earth and the most signif- 
weant group in many respects. I am 
most fortunate m having been se 
lected to serve as its next Presi- 
dent, and I am most proud, but 
ever humble, in the face of this 
honor which has been bestowed on 
me. May I ever do as you might 
expect so that you will always 
hold me in such high regard. 

Due to the present chaotic and 
critical conditions of the whole 
world and of the credit profession, 
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shrink from such responsibility, 
but it is your expression of con 
fidence which inspires my confi- 
dence. I shall put forth, to the 
utmost of my ability, every ef- 
fort to use my years of valuable 
experience gamed from business 
to the best interest and greatest 
advantage which, in my judgment, 
will further the aims, lofty ideals, 
and sincere hopes of owr Associa- 
tion. 
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O ONE CAN MISTAKE 

the purpose for which the 

credit profession as a 
whole now recognizes the need of 
the National Retail Credit Asso- 
ciation. It seeks to use it to inter- 
pret a change in its own plans and 
point of view. Some old things 
with which we had grown familiar 
and which had begun to ereep into 
the very habit of our thought and 
of our daily lives,’ have altered 
their aspect as we have looked erit- 
ically upon them, with fresh 
awakening eyes; have dropped 
their disguises and shown them- 
selves alien and sinister; through 
the aid of various restrictions such 
as Regulation W. Some new 
things, as we look eagerly upon 
them, willing to comprehend their 
real character, have come to as- 
sume the aspect of things long be- 
lieved in and familiar, some of our 
own convictions. We have been 
refreshed by a new insight into 
our own chosen profession. 


FROM THE 


We see that in many things life 
is very great. It is incomparably 
great in its material aspects, in its 
body of wealth, in the diversity 
and sweep of its energy, in the 
industries which have been con- 
ecived and built by the genius of 
individual men and the limitless 
enterprise of groups of men. I 
am thinking in the main of retail- 
ing and all it serves. 

But the evil has come with the 
good. We have, throughout our 
administration and under the guise 
of war necessity, squandered a 
great part of what we might have 
used, and have not stopped to con- 
serve the abundant bounty of 
nature, without which our genius 
for enterprise would have been 
worthless and impotent, scorning 
to be careful, shamefully prodigal 
as well as permitting and asking 
inefficient governing through the- 
oretical and Utopian economists’ 
planning. 

The groans and agonies of it 
have not yet reached our ears, 
with the solemn, moving under- 
tone of our life coming out of the 
mines and factories and out of 
every home where the struggle has 
its intimate and familiar seat. 
With the government’s administra- 
tion go many deep secret things 
which we have too long delayed 
serutinizing with eandid, 
eyes. 
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Jos. A. White 


PRESIDENT 


We shall deal with our credit 
system as it was, as it is, as it will 
be, and as it should be. Shail its 
control be modified or shall it be 
returned to us to do with it as we 
judge best, individually through 
established policy, through con- 
certed action by Districts, and 
backed by strong National Asso- 
ciation leadership? Step by step, 
we can make it what it should be 
in the spirit of those who question 
their own wisdom and seek coun- 
sel and knowledge, not shallow 
self-satisfaction or the excitement 
of exeursions, whither they cannot 
tell. Justice to all and justice for 
all should always be our motto. 

The feelings with which we face 
our tasks are ones of right and 
opportunity, where consideration 
of all factors are reconciled and 
the judge and brother are one. 

Regarding future postwar plan- 
ning, I presume that all are in 
agreement that the burden being 
varried by the merchant and the 
consumer, under various regula- 
tions eaused by the war, must 
eventually be lightened or modi- 
fied. It might be better to elimi- 
nate them entirely as soon as hu- 
manly possible, in order that our 
employers, whose interests we are 
duty bound to protect, may not be 
kept too long in suspense as to 
what changes are to be recom- 
mended, and of which they shall 
have to be informed and must ap- 
prove in proper fashion. 

Don’t accept regulation merely 
because it makes your job easier. 
The history of all bureaucracy 
shows that one regulation breeds 
another. The ruling that helps 
you today brings one tomorrow 
that hurts. Regulations that start 
out merely to control eventually 
bring those that rule. Thus we 
are faced with the gradual elimi- 
nation of free enterprise, the 
motivating power that produced 
and fertilized the growth of this 
great country of ours. 
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